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America Fore Group 
Assets And Writings 
Reach All-Time High 


Consolidated Aggregate Assets of 
Five Companies $/37,205,635, 
Increase of $16,633,470 


PREMIUMS ARE $291,234,589 


Pres. Christensen Points to Down- 
ward Trend in Fire Rates With 
Losses Up; Casualty Improves 











The 1953 statements of the five in-— 


surance companies of the America 
Fore Group disclose consolidated ag- 
gregate assets of $737,205,635, an in- 
crease of $16,633,470 over the Decem- 
ber 31, 1952 aggregate. 

New premiums written by the group 
during 1953 totaled $291,234,589, an in- 
crease of $32,874,030 over the group 
writings for the year 1952. Four com- 
panies of the group reported statutory 
underwriting profits on their 1953 op- 
erations as follows: 

Continental, $1,978,148; Fidelity- 
Phenix, $2,217,482; Fidelity & Casualty, 
$854,499; and Niagara, $319,451. The 
American Eagle reported a_ statutory 
underwriting loss of $205,389 on its 1953 
operations. 


Surplus Figures 


Surpluses for protection of policy- 
holders were reported as follows: Con- 
tinental, $195,600,104; Fidelity-Phenix, 
$177,202,787 ; Niagara, $49,583,691; Amer- 
ican Eagle, $40,509,148; Fidelity & Casu- 
alty, $63,713,972. 

The America 
over 18 million dollars in Federal, state 


Fore Group paid out 
and local taxes. 

In reviewing the over-all underwriting 
results, President Frank A. Christensen 
pointed out that rate levels for fire in- 
surance continued their downward trend 
but that fire losses continued to climb 
during the year. However, rates for 
windstorm coverage not only held firm 
but were increased in many jurisdic- 
tions, with approval of regulatory au- 
thorities, to more closely reflect the 
experience of recent years. With re- 
spect to results of the Continental in 
1953 Mr. Christensen stated in part: 

“Net premiums upon business written 
during 1953 were $70,512,253 as compared 
with $66,208,906 net premiums upon 

_ business written during 1952. After 
charging net premiums written during 


(Continued on Page 20) 
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With the exception? ‘ 
of military service in the feel 
War, he engaged in practice in 
West Virginia from 1916 to 1935. 
early in his career, Mr. 
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degrees. 


a law 
Since 
Hogg has con- 
tinued an active participation in public 
He was elected prosecuting at- 
torney of Mason County, West Virginia, 
in 1920, serving until he was elected to 
the State Senate in 1924. He held the 
office until 1928 and was chair- 


affairs. 


latter 
man of the Senate's Committee on Tax 
Finance. In 1930 he was 
West 
term in the /7\lst 


ation and 


elected from Virginia to fill an 


unexpired Congress 
and was elected for the full term in the 
72nd Congress, serving until March 4, 
1933. He was active in drafting impor- 
tant national legislation in those years, 
including the original Lindbergh Act. 


Experience as Industry Executive 


In 1935 Mr. Hogg joined the staff ot 
the Association of Life Insurance Presi- 
dents, now the Life Insurance Associa- 
tion ‘of America, remaining with that 
organization until 1944. He played a 
prominent role in connection with en- 
actment of important life insurance 
legislation in New York State. He also 
served in an advisory capacity in test 
litigation in the life insurance field, in- 
cluding numerous suits to determine the 
taxability of annuity considerations un- 
der state premium tax acts. 

In September, 1944, Mr. Hogg re 
signed as associate general counsel of 
the association to become manager and 
general counsel of American Life Con- 
vention, whose headquarters are in Chi- 
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The ae RULE COMPANY 


: TOP COMMISSION on 15 leading contracts. MONEY-MAKING SALES PACKAGES. New! PACKAGED TRAINING PLANS. New! Amaz- 
2\ Long term vested renewals. Cash bonus Colorful! Dynamic! Plus a new, easy-to- ingly simple! Easy to use! A quick 
and extra renewals to your agents for use Brain-Book and Brain-Kit. Your money-moker for new or old agents! 
recommending new agents. agents can’t miss! 
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Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL Opporhae 
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Bankers National Features New Policies and 


Forms at Two-Day “Work-A-Thon” in New York 


A novel two-day “Work-A-Thon” 
meeting for its fieldmen was staged by 
Bankers National Life, Montclair, on 
January 25-26 at Hotel Taft, New York, 
with over 130 producers attending. 
Ralph R. Lounsbury, president of the 
company, flanked by fellow officers, was 
on hand to greet the men who came 
from many sections of the country, and 
he gave the closing talk on the second 
day, entitled “Light’s Green, Let’s Go.” 

William J. Sieger, vice president and 
superintendent of agencies, presided at 
the first session and extended congratu- 
lations for the 1953 production record 
of the company. At the same time Mr. 
Sieger indicated that much in the way 
of improved plans and forms had been 
prepared by the home office to make for 
easier sales in 1954. 

Pointing to 1953 results, Mr. Sieger 
announced new life insurance paid for 
of $50,206,804, representing a net new 
business gain of $30,079,261 and bringing 
the company’s insurance in force total 
to $254,136,442. Substantial increases 
were also made in reserves and_ sur- 
plus; assets increased to over 500,- 
000, and income and volume of A. & H. 
business increased almost 40%. Mr. 
Sieger further noted that $600,000 was 
paid in dividends to policyholders last 
year, a gain over the previous year. He 
also expressed pride over the average 
size policy in 1953 which was $6,968. 

The speaker expressed some concern, 
however, over the fact that while pre- 
mium volume was up the number of 
sales in 1953 (3,891) were off 10% 
from the 1952 total of 4,198. “This re- 
flects the trend throughout our entire 
industry,” he remarked. “The number 
of policy sales are going down. We aim 
to do something about it in 1954.” 


Tribute to Individual Producers 


Mr. Sieger then gave recognition to 
individual performance in 1953. For the 
second consecutive year, he said, the 
Goldstein Insurance Agency at Hart- 
ford led all agencies of the company 
with a paid-for production of slightly 
under $7,000,000. Another consecutive 
year accomplishment was that of Harry 
J. Baker, general agent at Boston, who 
personally paid for over $1,000,000 of 
new business during the company’s an- 
niversary month last October. 

In addition to Mr. Baker, Bankers 
National has eight other agents who 
paid for at least $1,000,000 in 1953. This 
group includes George Parris and Allan 
Silverman of Philadelphia; Charles Pa- 
trone, Boston; Harold Poeschel, Short 
Hills, N. J.; Isadore Jacobson, Perth 
Amboy; Abraham Wohlreich, East 
Orange; Arthur Morris, Newark; and 
Alvaro R. Calderon, San Juan,, Puerto 
Rico. Agents Baker, Parris and Wohl- 
reich are life and qualitying members 
of the Million Dollar Round Table. 
The 900 weeks of consecutive “app a 
week” production of Charles Kaplan 
was also pointed to. 


Freeman Announces New Policies 


H. Carlyle Freeman, assistant super- 
intendent of agencies, who followed Mr. 
Sieger on the program, aroused keen 
interest in the new policies now avail- 
able for Bankers National producers. 
Under the heading of “The New Look” 
he mentioned higher cash values, divi- 
dends accumulated at 3% instead of 
244%; reduction in net cost to “put us 
in a better competitive position with 
other companies” and new illustrations 
and sales literature to make sales easier 
and bigger. 

In particular Mr. Freeman pointed to 
new family income policies, featuring an 
immediate death benefit in addition to 
the standard $10 and $20 monthly in- 
come provision, plus supplemental cash 
clean-up benefits; a non-participating 
selected risk whole life policy providing 





$200 a month and an optional $4,000 to 
be paid to the beneficiary for immediate 
cash requirements; a non-participating 
annual renewal term policy at new and 
competitive rates, and a “jumpin’ juven- 
ile” contract. 

Mr. Freeman also demonstrated how 
to use several new, two-colored self 
completing illustration forms covering 
the most popular life policies. Included 
were the security, savings, investment 
and guaranteed estate presentations 
with complete rate information given in 
a nutshell on the inside pages, thus en- 
abling the agent to conduct his sale in 
clear-cut, convincing style. 

Acknowledgment was given by 
Messrs. Sieger, Freeman and_ other 
speakers to the excellent job done by 
the home office actuarial department 
under Actuary Elmer H. Hardebeck in 
preparing these new policies, plans and 
illustrations. 


O’Brien Presents New Pension Plans 


Richard O’Brien, assistant superin- 
tendent of agencies, joined by Mr. 
Hardebeck and Walter Rogers, agency 
secretary, introduced the company’s new 
pension trust program. This will enable 
the fieldmen to offer a full range of 
pension coverage, including retirement 
income, retirement annuity, terminal 
benefit and deposit administration com- 
binations. Details of the plans and 
forms available were contained in a new 
pension trust manual. 

Mr. O’Brien told the meeting that 
the Pension Trust field has been en- 
tered by Bankers National Life be- 
cause of the growing popularity of these 


plans and the conviction of so many 
employers that they should be installed. 
Discussing prospects he said that many 
of them can be found among the em- 
ployers who have already been written 
by Bankers National Agents for life 
insurance, and have planned their es- 
tates. But it is not only executives of 
large establishments who are interested 
in the new plans, but one of the most 
attractive angles is that so many small 
firms of from five to 25 employes are 
in the market. Usually, the firms of 
this type are not covered by Group in- 
surance because it is not available to 
them, and so Pension Plans are attrac- 
tive in a wide sphere of business. 

“The approach to Pension Trust plan 
selling,” Mr. O’Brien said, “will be found 
only slightly different to selling of life 
insurance to individuals. There are many 
arguments which can be used in selling. 
For one thing, it is clear that pensions 
are more than ever appearing in social 
thinking; the employer’s contribution 
to a Pension Trust plan is deductible 
for income tax, really a contribution by 
the Federal goverment towards the cost 
of pensions. While Social Security 
makes a base for providing old age se- 
curity it is not adequate.” 

S. J. Foosaner, Evening Speaker 

The evening session, January 25, was 
conducted by Samuel J. Foosaner of 
Newark, noted tax counsel, who led a 
question and answer seminar on ad- 
vanced underwriting with particular 
stress on today’s corporate and partner- 
ship needs for life insurance. 


The second day’s session brought 


Stricken on Links,A. J. McAndless Dies 


President of Lincoln National Life Was Attending His Field 
Convention in New Orleans; One of Best Known 
Executives and Actuaries 


A. J. McAndless, 63, president, Lin- 
coln National Life, fainted on a _ golf 
course in New Orleans Monday, his 
condition soon became critical and he 
died that night at 8 o’clock. He was 
one of most noted figures in life insur- 
ance, his early career being actuarial. 


Was Attending Convention 


Mr. McAndless had gone to New 
Orleans to attend at jung Hotel a 
three days’ sales convention of Lincoln 
National field representatives. It was 
the last of four such conventions held 
in 1954. Mrs. McAndless had accom- 
panied him to New Orleans. Among 
executives on the program were these 
vice presidents of the company—Walter 
O. Menge, Cecil F. Cross, Harry J. 
Shaffer and Jack E. Rawles. 

Mr. McAndless had gone to the golf 
links Monday afternoon and about 4 
o’clock fainted on the links. He was 
moved at once to a New Orleans hos- 
pital where he died at 8 o’clock Monday 
night. Funeral services were held in 
Fort Wayne vesterday afternoon. He 
was a communicant of the Trinity Epis- 
copal Church, Fort Wayne. 


Graduate of University of Michigan 


The McAndless family was of Irish 
not Scotch descent. His grandfather 
came to Canada and settled near Lon: 
don, Ont., in the 1830’s and was a 
graduate of University of Toronto. He 
had three sons, all of whom followed 
careers in medicine. One of these sons, 
A. J.’s father, came to the United States 
and lived in Capac, Mich., where A. J. 
was born, and the latter went to high 
school in Port Huron, Mich., which is 
across the river from Sarnia, Ont. A 
professor at Port Huron high school 








A. J. McANDLESS 


had a great influence on the career of 
the future Lincoln National president 
as he was a great teacher of mathe- 
matics. McAndless wanted to attend 
University of Michigan and in order 
to provide money for his expenses he 
became a teacher in country schools, 
his pupils being from the first to the 
eighth grades. By the end of two years 
he had accumulated $1,000 which was 
in a bank. Unfortunately, the bank 
failed, so McAndless started saving all 
over again, got another $1,000 by two 





RALPH R. LOUNSBURY 


Charles Bell, policyowners service mana- 
ger, to the platform. He explained the 
company’s new, simplified settlement 
option request form. John Brundage, 
assistant to the president, then talked 
about “Company Plusses.” 

A complete new line of accident and 
health policies with greatly increased 
benefits, including first-day sickness, 
was next introduced by Ray McCue, 
accident and health manager, who also 
showed how to complete the new com- 
bination sales story. 

Final talk of the “Work-A-Thon” was 
made by President Lounsbury, who 
commented on the company’s strong 
financial position and his personal op- 
timistic convictions about the prospects 
for life insurance selling during 1954. 


more years of teaching, and entered 
the University of Michigan in 1914, 
planning eventually to become a lawyer. 

Professor Ford of the University of 
Michigan faculty, who had noticed his 
flare for mathematics, asked him if he 
had ever heard of the actuarial course 
at the university. At that particular 
moment McAndless was uncertain as 
to what the word “actuarial” meant. 
It was suggested that he have a talk 
with Professor James W. Glover, who 
later became famous for having taught 
more insurance men to become actu- 
aries than any man in the United States. 

When Mr. McAndless saw him Pro- 
fessor Glover opened the conversation 
by saying: “Ford says you like mathe- 
matics very much, but that you intend 
to make law your career. Why don’t 
you also take my course? I haven't 
many students, and if you are as good 
as Ford says you are, you can become 
my assistant.” McAndless thought that 
a fine idea and he became Glover's 
assistant. 


Joins Lincoln National in 1919 


The first position McAndless had in 
the insurance business was with the 
Grange Life and he got it through the 
recommendation of Professor Glover. 
After two years with the Grange, Mc- 
Andless became actuary of the old De 
troit Life. Then, in 1919, he joined Lin- 
coln National Life at the time Arthur 
F. Hall was president and Franklin B 
Mead secretary. Both were unusually 
able executives. McAndless became 
head of the home office underwriting 
department, and later was placed in 
charge of the reinsurance department 
where he built up a large acquaintance 
with executives of other companies. He 
was elected secretary and in 1930 be- 
came vice president. He was advanced 
to executive vice president in 1936 and 
president in 1939. 


Former ALC Head 


Mr. McAndless held many posts of 
importance in the industry. He was a 
(Continued on Page 4) 
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Penn Mutual Agency Dept. Promotions 


Quirk and Bennington Superintendents of Agencies; Randolph 
New Organization Director; Gallagher Agency Secretary; 
Miller Assistant Financial Secretary 
































































Wright as director of new organization. 
30rn in Rochester, N. Y., he was Penn 
Mutual associate general agent there 
ment and one in the treasurer’s depart- until 1952 when he cz ume to home office 
ment. Urban F. Quirk and George A. to assist in the company’s agency build- 
Bennington, = are now superintendents ing program. Since 1953 he has been 
of agencies; Edmund M. Randolph be- assistant director of new organization. 
comes director of new organization; Mr. Gallagher as agency secretary will 


President Malcolm Smith, Penn Mu- 
tual Life, has announced four promo- 
tions in the company’s agency depart- 


Matthew P. Gallagher has been named _ have broad responsibilities in agency 








Left to right, seated—Urban F. Quirk, Edmond M. Randolph and George A. Ben- 
nington III. Standing—Matthew P. Gallagher and Ralph F. Miller. 


and Ralph F. Miller department operation and the company’s 


agency secretary ; 


becomes assistant financial secretary. field program. Joining Penn in 1923 on 
, : J. Elliott Hall agency staff in this city 
Quirk, Bennington Careers he spent 18 years as manager of the 


Mr. Quirk joined Penn Mutual in 1921 New York Premium Collection | Office 
in auditing department and 13 years Where he became one of the city’s stars 
later was transferred to agency depart- in such a post. In 1951 he was trans- 
ment with financial analysis responsi- ferred to home office with title of as- 
bility. In 1939 he became assistant to sistant to the vice president. ree 
agency vice president. Since 1947 he _Mr. Miller is a graduate of Wharton 
has been assistant vice president. In his Evening School of Accounts and_ Fi- 
new post he will have enlarged re- mance. He joined company in 1934 in 
sponsibilities in administering agency treasurers department. Since 1937 he 
1 affairs has been assisting the financial secre- 
Mr. Bennington will assist D. Bobb taries in carrying out the company’s 
the investment program’ with _ particular 
reference to farm loans. 





Slattery in general supervision of 
field. In 1948 his success as an agent 
won appointment as district manager in ra 


St. Joseph, Mo. In 1952 he came to 
J. Howard Oden Dies 


home office in ba segeraeee with general 
agency training. In January, 1953, he 
Howard Oden, president, North 


was appointed ‘Oidahonn City general J. 
agent where he was exceptionally effec- | American Reassurance, died of a heart 
attack Wednesday while attending the 
annual dinner of the Scarsdale Golf 


tive in organization work. 
Randolph, Gallagher, Miller Careers 


Mr. Randolph succeeds Frederick Club. His age was 62. 








New and Progressive 
LIFE INSURANCE WITH Up-to-the-MINUTE 
ACCIDENT & HEALTH 
PROTECTION CREATES GOOD-WILL - - - 


The Priceless Ingredient Necessary for Success with... 
Policyholders, Agency Representatives and Company 


* * 


Interesting Agency Contacts Available to Good Producers 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Home Office: Jamestown, N. Y. 
NEW YORK OFFICE: 60 EAST 42nd Street 
M. O. Doolittle, President 


- HOSPITALIZATION 





P. E. Tumblety, First Vice President 





MITCHELL M. ROSSER DEAD 
Phoenix Mutual Aneas in Boston Was 
a Trustee of NALU; Former Presi- 
dent Boston Association 
Mitchell M. Rosser, CLU, Boston, 41, 

a trustee of NALU and a member of 
MDRT, who was with Phoenix Mutual 
in Boston, died January 24 following 
several months illness. He led the Bos- 
ton agency of his company every year 
since 1946. Mr. Rosser was a former 
president of Boston Life Underwriters 
Association and NALU national commit- 
teeman for the Massachusetts associa- 
tion. He served NALU on the veterans, 
agents and agents compensation com- 
mittees and was chairman of member- 
ship committee. He was an honor gradu- 

ate of University of Florida. 

In World War II he was an ensign 
on active duty in the Pacific and then 
became operations officer at Naval Sup- 
ply Center in Bayonne, N. J. Mr. Ros- 
ser left a widow and three children. 


APPOINTS JAMES McNAMARA 


Becomes Brokerage Manager of Gerard 
B. Tracy Agency, The Prudential, 
New Yor 

Jim McNamara has been appointed 
brokerage manager of the Gerard B. 
Tracy Midtown agency, Prudential, New 
York. He is a former State Assembly- 
man having been in New York legis- 
lature for a decade and until 1950 where 
he sponsored some litigation of benefit 
to the insurance industry. 

“Tim” McNamara is a member of the 
West Point Society of New York, As- 
sociation of Graduates USMA, Sons of 
Xavier, Army Athletic Association, 
Knights of Columbus, Elks, American 
Legion and both New York City life 
underwriters association and supervisors 
association. 


M. J. McIntosh Agency Head 


The Columbian National Life has 
opened a general agency in White Plains, 
N. Y., under Michael J. McIntosh, CLU. 
A graduate of Rutgers University, with 
an A. B. degree, and of New York Uni- 
versity School of Law he is a Navy 
veteran. 

Mr. McIntosh entered life insurance 
in this city as a member of the Myer 
agency of Mutual of New York. In 1951 
he became an assistant manager of the 
agency. 


R. W. Reed, Jr., Appointed 


West Coast Life, San Francisco, has 
announced the appointment of Robert 
W. Reed, Jr. as a field assistant for 
Southern California, with headquarters 
in Los Angeles. He will be engaged in 
the servicing of the company ’s present 
agencies as well as the opening of new 
agencies in that area. 

Mr. Reed formerly was vice president 
and director of agencies for the Consti- 
tution Life and assistant superintendent 
of agencies for the midwest territory of 
Unite States Life. He has been in the 
life insurance business since 1950. 

A native of Pasadena, California, Mr. 
Reed is a graduate of the University 
of Southern California and the Harvard 
Graduate School of Business Adminis- 
tration. He served as a lieutenant com- 
mander in the Navy during World 
War II. 


A. J. MeAndless Dies 


(Continued from Page 3) 


former president of American Life Con- 
vention and of the old Institute of 
Actuaries. He went on LIAA and ALC 
joint committee on Federal Taxation of 
Life Insurance Companies, at one time 
being its chairman. He was on _ the 
committee appointed to fix a valuation 
on the stock of Pacific Mutual in refer- 
ence to its mutualization plan. 

Mr. McAndless over the years held 
many posts outside of his company. He 
was a trustee of University of Michigan 
Alumni Fund, a member of Actuarial 
Advisory Committee of the Veterans 
Administration Bureau, a member of 
the Tavern Club, Chicago; Fort Wayne 
Quest Club, University of Michigan 
Club of Fort Wayne. He had been 
chairman of the board of directors of 
Magnavox Co. and Fort Wayne Na- 
tional Bank. He was for a considerable 
number of years president of Fort 
Wayne Country Club; was president of 
Fort Wayne Ch: upter of American Red 
Cross; former vice president of the 
local Chamber of Commerce; director 
of Allen County Cancer Society. His 
hobbies were etchings and educational 
books and he read considerable history 
and biography. 

Mrs. McAndless was Maureen Gor- 
don of Fort Wayne. A son, Hugh, a 
senior at Hanover, Ind., also survives. 
The funeral was on Thursday afternoon 
in Fort Wayne. 
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Estate Planning Forums Proving 
To Be Successful Nationwide 


Interplay of Techniques Which Other Professions Have to 
Offer, Attracts Top Level Producer; Audiences Consist of 
All Professions Concerned with Estate Planning 
By Samuet L. ZeiceEN, CLU 
General Agent, Provident Mutual Life 


The intense desire of life underwriters 
to acquire more and more knowledge of 
the various legal, tax and practical im- 
plications of estate planning has created 
a minor revolution in the insurance 
business. There is no longer any ques- 
tion that, because of this ambition to 
become increasingly proficient, life un- 
derwriting has become a_ profession 
entitled to an equal place at the con- 
ference table with attorneys, account- 
ants, trust officers and _ investment 
counsel. 

Life underwriting under present con- 
ditions of high tax rates, complicated 
tax laws and other legal principles in- 
volves a lot more than an application 
blank, a flower in the buttonhole and a 
filled fountain pen. In order to fulfill 
his professional obligation to his client 
as well as himself, a life underwriter 
must be able to recognize the need 
for the services of competent legal coun- 
sel, or an accountant, .or when con- 
sultation with a trust officer is desir- 
able. 

Must Be Informed Specialist 

The life underwriter, first of all, must 
be an informed specialist on insurance 
matters. But in order to attain such a 
status he must know a lot of other 
things. For example, he should know 
enough about tax law to suggest to his 
client that it is quite possible that his 
method of doing business is not bring- 
ing him maximum tax and estate plan- 
ning advantages. Recapitalization or re- 
organization may be appropriate. The 


life underwriter certainly should make 
no attempt to offer a solution on his 
own. But if he contemplates selling 


his client business life insurance, it is 
his moral obligation to first make sure 


that the client’s business arrangement 
is suitable for the purpose. Perhaps 


incorporation of a sole proprietorship or 
partnership would be helpful; or an 
existing corporation might be advan- 
tageously split into two or more cor- 
porations. If a client is contemplating 
forming a business, perhaps a partner- 
ship would be most suitable, or a cor- 
poration. Although the life underwriter 
cannot solve the businessman’s prob- 
lem, a tax attorney, working with an 
accountant, can. And it is up to the 
life underwriter to advise the client 
that his tax and business affairs de- 
mand the attention of a specialist in 
the field. 

Again, the life underwriters will often 
find that the counsel of a trust officer 
would be helpful to the client. Suppose 
the client has a business which he hopes 


will be continued after his death so 
that his young son can eventually take 
it over. In such a case he would want 


his key men to remain on their jobs; 
or, perhaps he wants the _ business 
sold upon his death. If a trust officer 
is consulted, the client will receive the 
best advice available on such matters, as 
well as invaluable suggestions for effec- 
tuating desires and intentions. 

In all such matters the life under- 
writer will find the attorney, account- 
ant and trust officer actually making 
sales for him. When it comes down 
to the basic problems of providing ready 
cash at a time when it is most needed— 
at the death of the person who has 





supported the family for many years— 
all of these advisers will almost  in- 
variably conclude that life insurance 
is not only the best means of accom- 
plishing this objective but in most cases 
the only means. The keynote of estate 
planning is the quest for liquidity, with- 
out sacrifice of the businessman’s or the 
estate owner’s present lifetime activi- 
ties and objectives. The attainment of 
this goal for a client depends upon the 
cooperation of all the members of the 
estate planning team. 

Lawyers and accountants 
expected to know everything about 
everything. Sometimes they are 30 ab- 
sorbed in a client’s every-day commer- 
cial affairs that they are unaware of 
the long range implications. In such a 
case a wonderful opportunity arises for 
the life underwriter to provide an 
education. He must be able to tell an 
attorney or accountant about the estate 
tax burden facing the client’s estate; 
or the advisability of a charitable foun- 
dation; or the practicality of inter vivos 
transfers; and explain the urgency of 
a business purchase agreement, why it is 
used and what it can accomplish. He 
must be able to show how life insurance 
can come to represent the most valuable 
asset a person can own. 

Even though a lawyer or accountant 
may not know of these things, the char- 
acteristic of every good professional is 
that even though he may not know the 
details of the subject the underwriter is 
discussing as well as he does, he will 
know when the underwriter does not 
know what he is talking about. On the 
other hand, if the underwriter is talking 
to a lawyer or accountant familiar with 


cannot be 


the subject, he certainly must be sure 
of his ground. The informed profes- 
sional normally likes to feel that per- 
sons with whom he is working have 


the professional spirit of accuracy and 
objectivity. And, this is where educa- 
tion becomes the sine qua non for every 
life underwriter. 


Estate Planner’s Day 


Six years ago the — York Chap- 
ter of the American College of Life 
Underwriters instituted the annual Es- 


tate Planner’s Day. On the speakers’ 
panel each year we have an attorney 
who has an intimate knowledge of the 


estate planning field; an accountant who 
is similarly acquainted with the tax 
implications of the subject; a trust offi- 
cer who is familiar with the role his 
position can play in the estate plan; 
and as moderator, a life underwriter 
who has had experience working with 
all of these professions. 

The audience has consisted of mem- 
bers of all of these professions, as well 
as investment counsel officers who rec- 
ognize the importance of estate plz inning 


and the role life insurance must in- 
evitably play in molding any sound 
and workable plan. Even businessmen 
have attended these forums, often in- 


vited by a professional adviser. 

The virtually unanimous consensus is 
that these meetings have proved an 
enormous success. More and more, mem- 
bers of all professions concerned in this 
field have come to realize and appreci- 
ate the interplay of talents and tech- 





New York CLU Chapter’s Estate Planner’s Day 


Summary of New York CLU Chapter’s 
Sixth Annual Estate Planner’s Day 


The New York CLU Chapter held its 
sixth annual Estate Planner’s Day at 
the Hotel Astor, last week. The panel 
of speakers, under the moderation of 
Samuel L. Zeigen, CLU, a member of 
the New York Bar and general agent 
of Provident Mutual Life, discussed in 
great detail the legal, tax and practical 
difficulties of “The Business Interest in 
Estate Planning.” 

Included on the speakers’ panel were 
Abraham S. Guterman, member of the 
law firm of Hess, Mela, Segall, Popkin 
and Guterman; William McKinley, vice 
president of Bankers Trust; and David 
Zack, a Certified Public Accountant and 
the New York Bar, who is 
the firm of David Berdon 


member of 
a partner in 
& Co. 

Mr. discussion by 
stressing initiating 
the estate plan at the time a corpora- 
tion is formed. By means of prudent 
tax planning the capitalization of a 
newly-organized corporation may be so 
arranged as to obtain maximum present 
income tax advantages and a favorable 
estate tax situation. Involved in this 
connection is the possibility of “thin 
capitalization,” under which a corpora- 
tion would be principally capitalized by 
means of debt obligations, with a mini- 
mum of common stock. This type of 
capitalization enables interest payments 
on the bonds to be deductible, which is 
not the case where dividends are paid 
on equity capital. In addition, reserves 
for meeting debt obligations would not 
run into unreasonable accumulation 
difficulties under section 102 of the In- 
ternal Revenue Code. 

Perhaps of most vital importance is 
the fact that the business men would be 
able to take out substantial amounts of 
his original investment through bond 
redemption, involving no more than a 
capital gains tax. This is not possible, 
ordinarily, where the businessman’s in- 
terest is in the form of stock. 

“Thin capitalization” may be coor- 
dinated early with family estate plan- 
ning. The businessman himself could 


Zack 
the 


began the 


importance of 


niques which each of the other profes- 
sions have to offer. The life underwriter 
has assumed status in the eyes of other 
professions because of his accumulation 
of knowledge as well as his often self- 
less dedication and concern with clients’ 
problems. The long range implications 
of this desire for knowledge are tre- 
mendous. The underwriter, armed with 
sound learning, cannot only elevate his 
personal earnings, but can come to be 
respected in his community as a man 
who can supply solutions, and if he can’t, 
can direct the client to someone who 
can. He is then a professional in every 
sense of the word. 

The march toward professional ex- 
cellency is just beginning for the under- 
writer. The opportunity for education 
by attending forums similar to our own 
Estate Planner’s Day is in increasing 
demand throughout the country. As a 
mere indication, we in the East, 
Atlanta in the South, San Antonio in the 
Southwest, have asked me to conduct 
all by myself forums modeled on Estate 
Planner’s Day so that in the future they 
can do so themselves with a full panel. 
The end result can only be the contin- 
ued rise of life underwriting in prestige 
and service to the community. 


hold all the common stock, thus insur- 
ing his complete control of the business. 

If other members of the family were 
given bonds, or preferred stock, or non- 
voting common stock, current earnings 
could be shifted to them and the busi- 
nessman would not be overloading his 
own estate with assets he does not re- 
quire to run his business and conduct 
his normal economic life. At the same 
time a possible Treasury Department 
contention that the debt obligations 
were in fact equity capital would be 
overcome in view of the fact that the 
same person is not holding each in 
identical proportions. 

Long-Term Planning 

Mr. Guterman affirmed Mr. Zack’s 
emphasis that long-term planning should 
begin as soon as possible. In instances 
where the corporation is already in ex- 
istence, it may be feasible to recapi- 
talize so as to obtain the same advan- 
tages which Mr. Zack discussed with 
reference to newly-organized corpora- 
tions. However, Mr. Guterman advised 
the utmost caution in re-c apitalizations 
so as to avoid the imposition of tax on 
the basis that the re-capitalization is 
actually a “bail-out” of earned surplus. 
Wherever the course of action does not 
come within the spin-off, split-off or 
split-up provisions of section 112(b) of 
the Code, a ruling°from the Treasury is 
most prudent, Mr. Guterman pointed 
out. 

Section 115(g) (3) of the Code, well 
known to insurance practitioners was 
outlined in great detail by Mr. Guter- 
man, who spoke with particular refer- 
ence to some of the pit-falls which may 
be encountered. It was Mr. Guterman’s 
opinion that section 115(g) (3) was the 
most valuable piece of tax legislation 
the insurance business has ever re- 
ceived. By affording tax protection to 
partial redemption, an entire new era 
of insurance funding was opened up in 
those cases where for various reasons a 
complete liquidation is not adaptable to 
the particular situation. 

In planning for a partial redemption 
equal to the amount of Federal and 
state death taxes imposed on the estate 
it must always be kept in mind that 
in order to qualify under the section 
the estate owner’s estate must be com- 
posed of the stock of the redeeming 
corporation to the extent of over 35% 
gross. This figure must be the guiding 
one for the planner. In some instances, 
where the stock percentage of the es- 
tate is fairly close to the 35% gross line, 
the executor may find himself actually 
arguing for a higher valuation of the 
deceased’s stock, a reversal of the usual 


situation. Even though the executor 
would in effect be contending for: a 
higher estate tax, nevertheless, the 


value to the estate of obtaining liquid 
funds might greatly offset the extra tax 
imposed. 
Another 
might arise where 
operated under a 


difficulty in this connection 
the business owner 
multi-corporate ar- 
rangement, so that, although he owned 
all the stock of each corporation, his 
estate did not consist of stock in any 
one corporation to the extent of 35% 
of its gross. Section 115(g)(3) would 
not recognize unified ownership in such 
a circumstance. Therefore, Mr. Guter- 
man suggested a merger of two or more 
corporations might be advisable. Mr. 
Zack offered another solution. One cor- 
poration might be liquidated completely. 
Because of the stepped-up basis of the 
estate owner’s stock at death, under sec- 


(Continued on Page 14) 
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Continental Assur. Leader 
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H. MALCOLM TEARE 


The H. Malcolm Teare agency of 
Continental Assurance at 500 Fifth 
Avenue, New York, led the company 
nationwide in 1953 production. This was 
the sixth consecutive year in the 
agency’s seven-year history that the 
Teare agency has led the company’s 
agencies in paid-for Ordinary volume 
and first-year premiums. 

Production was approximately 
above 1952 new business, and that year 
exceeded 1951 by a similar margin, ac- 
cording to Mr. Teare. 

During the year the agency expanded 
its underwriting and actuarial services 
to agents and brokers and is equipped 
to render expert technical assistance on 
all Ordinary, Group, pension and acci- 
dent and health sales and underwriting 
problems. 

Donald J. Reap is assistant to the 
general agent. Ruth Hollywood is 
agency cashier and office manager. 

The Group department under the su- 
pervision of Dorothy E. Lavers, con- 
tinued to forge ahead experiencing its 
best year with sales of all Group lines 
reaching new heights. 

The agency is placing greater em- 
es sis on production of non-cancellable 

. & H. in line with Continental Assur- 
es newly expanded portfolio of guar- 
anteed renewable contracts, as well as 
extending its promotion of Continental 
Casualty’s wide variety of A. & H. and 
hospitalization coverages. 

Agency departmental staffs include 
Harold Winters, Ordinary Younger 
Alexander, “non-can.” and A. & H.; 
Anthony C. H. Sharp, Group perma- 
nent and pensions. 


20% 


Newark CLU Seminar 


Harold Kamens, Newark authority on 
tax and estate law, spoke at the seminar 
session of the Newark CLU Chapter fol- 
lowing luncheon at the Military Park 
Hotel this week. Mr. Kamens’ topic was 
“Life Ins surance Techniques in Estate 
Planning.’ 

Mr. Kamens is a graduate of Rutgers 
University Law School and School of 
Business Administration. He was ad- 
mitted to the New Jersey Bar in 1941 
and from 1943 to 1947 served as Internal 
Revenue Agent under the Bureau of In- 
ternal Revenue in Newark. In 1947 he 
returned to the private practice of law, 
specializing in income and estate tax 
cases. He is a well-known lecturer on 
his specialty before Bar Association and 
other professional groups and_ before 
civic organizations. He is a contributor 


to the New Jersey Law Journal and has 
published other articles on tax ques- 
tions. 





APPOINT J. P. LO TRUGLIO 





Made Assistant Manager of Midtown 
Branch of Union Mutual Life; 
Succeeds Timothy Donoghue 
Appointment of Joseph P. LoTruglio 
as assistant manager of midtown branch, 
New York City, for Union Mutual Life, 
Portland, Maine, is announced by 
Michael J. Denda, resident vice presi- 
dent. He succeeds Timothy Donoghue, 
who has been made regional group man- 

ager. 

Mr. LoTruglio joined Union Mutual 
in 1952, as supervisor of the midtown 
branch. Formerly with Aetna Life for 
16 years, he was in charge of its Brook- 
lyn A. & H. department at time of his 
Union a appointment. He is in- 
structor in A. & H. insurance at Knights 
of (paca te business school and Pohs 
aoe of Insurance, and is chairman 
of A. & H. training program of the Life 
Underwriters Association of City of New 
York. A graduate of Chaminade High 
School, he attended School of Business 
Adinistration of City College During 
World War II, he served three years 
in the Army. 

The midtown branch is Union Mutual’s 
largest agency and completed the year 
with a 21% gain in new paid business. 
It also led in premium volume of non- 
cancellable sickness and accident sales. 











WELL ESTABLISHED AGENCY — 
looking for A. & H., hospitalization and life insurance company to represent in 
northern New Jersey. Cancellable and non-cancellable. Will be glad to send full 
details of our operation to interested company. Address Box 2219, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 








Southern Sales Conference 

Louie E. Throgmorton, vice president 
in charge of public relations for Re- 
public National Life, will be a featured 
speaker at the Southern Area Sales 
Managers Conference to be held Feb- 
ruary 2 at Chattanooga, Tenn.; Feb. 3 
at Birmingham, Ala.; February 4 at 
Montgomery, and February 5 at Mobile. 
His topic will be “There’s a Lot of 
Yonder in American Salesmanship.” 

Other speakers at the meetings will 
be James C. Doyle, vice president, sales 
and advertising, Ford Motor Co., Dear- 
born, Mich.; Dr. Frank H. Beach, pro- 
fessor of marketing at the University 
of Illinois; William H. Gove, sales man- 
ager, Minnesota Mining & Manufactur- 
ing Co., St. Paul; Fen K. Doscher, vice 
president, Lily-Tulip Cup Corp., New 
York City, and Robert A. Whitney, 
president, National Sales Executives, 
New York City. 
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We’re Mary and Bill... 


MY COMPANY STRESSES 


THE HUMAN ELEMENT... We're on a first-name 
basis with the folks at Berkshire Life. It’s a friendly, 
personal relationship, because my Company is 
big enough to serve me, and small enough to know me. 
At The Berkshire I’m not just a pin on a map. 
To everybody I’m “Bill” — a valued 
Agent with “most important” cases. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








KEEP YOUR 


EYE 


BERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. « A MUTUAL COMPANY e« CHARTERED 1851 


HARRISON L. AMBER, President 














W. N. Watson’s New Post 





WATSON 


WALLACE 


The H. Malcolm Teare Agency of 
American National Insurance Co., West 
Palm Beach, Florida, announces the ad- 
dition to its staff of Wallace N. Watson, 
CLU and life member of the Million 
Dollar Round Table as general manager 
of the estate planning department. In 
this connection Mr. Watson will have 
full charge of planning the estates of 
wealthy individuals in the Palm Beach 
area and will work very closely with 
members of the Teare organization and 
attorneys and trust officers. 

Mr. Teare and Mr. Watson feel that 
there is a great need for the type of 
service which will be offered agency 
clientele through their combined experi- 
enced coupled “with the available facili- 
ties of the American National. 

Mr. Watson is a recognized authority 
in estate planning having done _ this 
work for over 20 years in three separate 
fields; as a large personal producer and 
general agent of top level life insurance 
companies in the east; as president of 
the Estate Planning Corporation, New 
York City, where very large estates were 
planned and supervised; and with three 
years experience as vice president of the 
County Trust Company of White Plains, 
New York, where he added a large 
volume of business each year to the 
trust department of this large West- 
chester County Bank. 


Minn. Mutual Appointments 

Minnesota Mutual Life, St. Paul, has 
announced the appointments of Foster 
M. Grose, Jr., and Wayne O. Weaver, 
partners of the Weaver & Grose gen- 
eral insurance agency, as general agents 
in Pittsburgh, Pa. 

John L. Deters, manager of the life 
insurance department for the agency, 
was formerly associated with the North- 
western Mutual Life of Milwaukee. He 
was located at Mankato, Minn. 

Mr. Weaver is a graduate of the Uni- 
versity of Pittsburgh and in 1945 he 
joined the White & Company insurance 
agency, shortly afterwards becoming a 
partner of the company. 

Mr. Grose attended Princeton Uni- 
versity before entering the Navy in 1944. 
He entered the insurance business in 
1949 as vice president of F. M. Grose 
& Son, and in 1952, with Mr. Weaver, 
he became a partner in White & Com- 
pany. The firm’s name was changed to 
Weaver & Grose in December, 1953. 
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H. L. Sutton’s New Post 


HERBERT L. SUTTON 


Herbert L. Sutton has been made 
personnel director of Pacific Mutual 
Life, succeeding Richard K. Frank who 
died on New Year’s Day. 

With Pacific Mutual 28 years Mr. 
Sutton has been manager of policy is- 
sue department and before that was 
contract department manager. He is on 
board of governors, Occidental College 
Alumni Association. 


O. E. Anderson Testimonial 
District agents in the Greater New 
York Region of the John Hancock re- 
cently presented Vice President Olen E. 
Anderson, chairman of the company’s 
new agency committee, with a record 
production of $71,883,913, in commemora- 
tion of the formation of the committee. 
The volume of production, represent- 
ing combined issued and paid-for busi- 
ness accomplished between September 1 
and December 25, was presented to Mr. 
Anderson at a testimonal dinner at the 
Waldorf-Astoria Hotel. 

The agency committee was formed last 
September as a means of coordinating 
the field management of the company 
and the administration of the three sales 
The 


departments. agency committee 
consists of three Hancock directors— 
Vice President Olen FE. Anderson, 


Samuel Pinanski and Edward B. Hanify. 
Serving on the committee are Vice 
Presidents Clarence W. Wyatt, R. Rad- 
cliffe Massey, Frank B. Maher and 
Robert P. Kelsey. Elmer L. French who 
is secretary of the company serves as 
secretary of the committee. 


Nicholson and Sullivan 
Advanced by State Life 


Meredith Nicholson, Jr. has been 
elected a vice president and board mem- 
ber of State Life of Indianapolis and 
William J. Sullivan has been promoted 
to actuary. 

A graduate of Milford School, Milford, 
Conn., and Yale University, Mr. Nichol- 
son started in a _ general insurance 
agency, then served seven years as a 
field examiner and for five years was 
chief examiner of the Insurance De- 
partment of Indiana. He joined State 
Life in 1945 and became assistant vice 
president in January, 1953. 

Mr. Sullivan, who received his A. B. 
degree in mathematics from Illinois Col- 
lege, served in the air weather service 
of the Army’s Air Force from 1941 to 
1946 becoming a major and his activity 
was in North Africa and Italy. In June, 
1946, he joined State Life as an actuarial 
clerk, being promoted to associate 
actuary in September, 1950. 





Southland Life Changes 


Field Scovell, formerly assistant vice 
president and agency ex- 
pansion for Southland Life has been 
named assistant president and 
superintendent of Ordinary agencies for 
that company. He replaces Roland M. 
Aycock who has returned to field work 
as manager of the company’s San An- 
tonio Agency. Robert L. Dunn, formerly 
Southland Life field assistant, has been 
promoted to the newly created position 
of field supervisor. 


director of 


vice 


State Farm Co. Gains 


A 36% increase in new life insurance 
during 1953 raised insurance in force of 
State Farm Life, Bloomington, Ill., past 
the $715,000,000 mark at year end, the 
company announced this week. State 
Farm agents produced $187,599,000 of 
paid-for life insurance during the year, 
or over $49,000,000 more than in 1952. 

The year-end life insurance in force 
total of $715,258.000 was $143,958,000 
greater than in 1952. This gain was at 
a ratio of more than three-fourths to 
one of the new business. 





J. W. Langdon Appointment 

John W. Langdon has been appointed 
an agency field assistant of Home Life. 
He joined that company in 1950 after 
experience with the Baltimore Institute 
in sales management and public rela- 
tions work. After successfully building 
a clientele through Estates,” 
he was appointed assistant manager in 
1951. 

In World War II he became a captain 
in the South Pacific theatre and 
awarded the Bronze Star. 
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Hogé Joins Equitable 
(Continued from Page 1) 


cago. He subsequently became the con- 
vention’s executive vice president and 
general counsel. Following the decision 
of the United States Supreme Court in 
1944 establishing the interstate com- 
merce character of insurance business 
conducted across state lines, Mr. Hogg 
was active in the work of the All- 
Industry Committee of the insurance 


business in connection with the enact- 
ment by Congress of the McCarran Act 
of 1945, also known as Public Law 15, 
assuring to the states the supervision 
and taxation of insurance companies. In 





Fabian Bachrach 
ROBERT L. HOGG 


1952 he attended the International La- 
bor Organization Conference in Gen- 
eva as observer for the ALC in connec- 
tion with consideration of the interna- 
tional covenant providing minimum 
standards for Social Security. 

Moves to Washington 


In 1950, with the opening of an Amer- 
ican Life Convention office in Washing- 
ton, Mr. Hogg moved from Chicago to 
that city, where he presently resides and 
from where he has continued to have 
over-all supervision of the operations of 
the American Life Convention. A mem- 
ber of American Bar Association, West 
Virginia Bar and the Bar of the State 
of New York, he has been admitted to 
practice in various State and Federal 
courts, including the Supreme Court of 
the United States. He has written nu- 
merous articles and papers on legal and 
insurance subjects and is a co-author 
of “Hogg’s Pleading and Forms, Fourth 
Edition,” a work prepared for West 
Virginia practice. Also he is one of the 
authors of a legal volume currently off 
the press, “The Insurance Contract.” 


World War Experience 


During World War I, he served from 
May, 1917, to July, 1919, receiving a 
commission as second lieutenant in the 
Coast Artillery. Later, transferred to 
the Air Service, he was promoted to 
first lieutenant, spending a year and 
four months overseas. : 

_Mr. Hogg is a member of Congres- 
sional Country Club, Burning Tree Club 
and National Press Club in Washing- 
ton, and of the Union League Club of 
Chicago and the Guyan Country Club, 
Huntington, W. Va. He ‘now resides in 
Kenwood, Chevy Chase, Maryland, and 
will move to New York at an early date. 


Elect H. A. Jones President 


H. A. Jones, vice president, Provident 
Life of Bismarck, N. D., has been 
elected president. F. L. Conklin, former 
president, becomes chairman. 


To Have $20 Million Capital 

The Jefferson Standard Life’s di- 
rectors have passed a resolution recom- 
mending an increase in the company’s 
capital stock from $15 million to $20 
million. 


Promote W. G. Blowers 


William G. Blowers, general agent, 
Johnstown, Pa., Franklin Life, has been 
promoted to regional sales director in 
northeastern Ohio. 


New Office in Spokane, Wash. 


Bankers Life and Casualty Co., Chi- 
cago, has opened a new sales office in 
Spokane, Wash., the first of several 
White Cross plan outlets in Washington 
and Oregon. The Spokane office district 
manager for Bankers Life and Casualty 
is Ralph Jacobson, 26, a Navy veteran, 
who compiled an outstanding record as 
an agent and supervisor in the com- 
pany’s regional headquarters in Denver. 
He will be under the direction of John 
R. Cottrell, Western Regional White 
Cross Sales Manager and Stanley E. 
Kelley, assistant western regional sales 
manager, both of Denver. 


MDRT Limits Term Credits 

By-laws of the Million Dollar Round 
Table have been amended to limit the 
amount of term insurance to a maximum 
of $250,000. This applies to production 
credits earned in 1954 for 1955 MDRT 
qualification. In addition to this reduc- 
tion, no credit will be allowed for term 
insurance written for a period of less 
than a year. 


Honor Chicago Agency 


Griffin, Ingram & Pfaff Chicago 
agency, Equitable of Iowa, was _ hon- 
ored by a dinner the company gave 
January 23 at Edgewater Beach, Ray 
E. Fuller, agency vice president, being 
host. The agency led the company in 
1953, paying for $5,340,000 of new life 
insurance. 


Named Washington Manager 

Connecticut General Life has ap- 
pointed John H. |. Schulz, manager of 
the Washington, D. C. branch office in 
the Washington Building. He has been 
a district manager attached to the Balti- 
more branch under Manager John Z. 
Schneider. 














“Ahem!” 


Bankerslifemen Are Alert to 


Any Life Insurance Need 


You most probably will not find the typical Bankers/ifeman 
waiting until the pictured situation arises to detect an 
interest in and need for retirement planning. 


Bankerslifemen are taught from their earliest days in 
their agency offices how to seek out people with insurance 
needs . . . how to help those people answer those needs. 
Their carefully supervised experience in the field and 
thorough home office schooling add to that knowledge and 


ability. 


This very ability to help people recognize their life in- 
surance needs makes the typical Bankers/ifeman the kind 
of life underwriter you like to know as a friend, fellow 


worker or competitor. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 





J. Beverley Robinson Dead 





J. BEVERLEY ROBINSON 


J. Beverley Robinson, 69, for years a 
large writer of insurance in New York 
City, died this week at Westover Hotel 
here. A brother of Duncan S. Robinson, 
they operated for years as a team, fre- 
quently being leaders of Canada Life. 
Their clients-were some of the leading 
figures in business, finance and law. In 
January, 1921, the Robinson brothers 
placed an insurance line of $3,570,000, 
including $2,000,000 on one life, 10-Pay- 
ment life contract and all ten payments 
on the three lives involved being dis- 
counted and prepaid. 

J. Beverley Robinson was educated in 
Scotland and in English schools and 
coming to Toronto was a graduate of 
Trinity College there. He joined Canada 
Life in December, 1922, and came to 
New York in December, 1936. The part- 
ners in the present firm, which is at 
55 Liberty Street, are Duncan S. Robin- 
son and Joseph Lovejoy, Jr. J. Beverley 
Robinson left a widow, two sons and 
daughter and six grandchildren. He had 


a summer home in Georgian Bay, Can. 


Long Island Branch Speaker 

3enjamin Rikelman, CLU, district 
manager, West End, Metropolitan Life, 
addressed the Long Island branch of the 
Life Underwriters’ Association of the 
City of New York on the subject of “A 
Monument to Success” at the monthly 
luncheon meeting of the branch held 
last week in Frank Antun’s Commercial 
House in Queens Village, L. I. 

Mr. Rikelman was appointed manager 
of the West End district office, 1941 
Madison Avenue, on January 4. He was 
appointed agent for his company in 1930, 
assistant manager in 1945, field training 
instructor in 1948, and being elevated to 
his present position this year. His ad- 
dress dealt with the necessary elements 
needed for success and how, block by 
block, it is built. 


Franklin Appoints Magness 

Morgan C. Magness, Hot Springs, has 
been appointed manager in the state 
of Arkansas for Franklin Life of Spring- 
field, Illinois. 

Mr. Magness entered the insurance 
business with the Metropolitan imme- 
diately after graduation from Hendrix 
College. After six years in the Little 
Rock district he was promoted to the 
position of assistant manager in the 
Fort Smith district and served in that 
capacity for eight years. Last year he 
was associated with the Equitable Life 
Assurance Society. 

In his new association with the 
Franklin, Mr. Magness will direct an 
extensive expansion program throughout 
the state of Arkansas. 
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Sun Life, Can., Changes 
In Agency Division 


RETIREMENT OF ‘E. P. HIGGINS 


Taylor, Sales Promoticn, Training Di- 
rector; Loucks Eastern Supt.; Stan- 
ley Ass’t Agencies Director 


E. P. Higgins, CLU, superintendent of 
agencies Sun Life of Canada, is retir- 
ing at the end of this month under the 
pension regulations. Three 


company’s 





Wm. Notman & Son Ltd. 
SE iH. Cost TAYLOR 


other agency officers of the company 
have been appointed to new and im- 
portant posts. They are Seth C. H. 


Taylor, CLU, who becomes director of 
sales promotion and training; M. D. 
Loucks named superintendent of agen- 
cies, Eastern U. S. division; and A. A. 
Stanley made assistant to director of 
agencies. 
Careers 

Mr. Higgins joined Sun Life in 1925 
as a Group representative in Toronto, 
was transferred to Ordinary depart- 
ment in 1923 and next became man- 
ager of Toronto Queen branch. At be- 


Portrait by Nakash 
A. A. STANLEY 


ginning of World War II he was loaned 
to the Canadian Government when Na- 
tional War Savings campaigns were be- 
ing organized. On his return to the 
company Mr. Higgins was appointed 
superintendent of sales promotion. 
Mr. Taylor, a graduate of University 
of Nebraska, whose entire business ca- 
reer has been in insurance, was an 
officer of Western Union Life when 


that company merged with Sun Life in 
1928. After being Cincinnati branch 
manager of Sun Mr. Taylor moved to 
Montreal in 1937 as assistant superin- 
tendent of agencies, becoming superin- 
tendent the following year. In his early 
career Mr. Taylor was graduated from 
Carnegie Institute’s School of Life In- 
surance Salesmanship, got CLU degree 
in 1930 and for several years was a 
member of the research group of Life 
Insurance Sales Research Bureau. 


Mr. Loucks joined Sun in Montreal 


in 1927 and two years later became en- 





Wm. Notman & Son Ltd. 
M. D. LOUCKS 


ga iged in agency work in the Canadian, 
foreign and U.S. divisions respectively. 
For four years during the war he 
served with RCAF becoming a squadron 
leader. Returning to Sun after the war 
he became a top production club mem=- 
ber twice and was reappointed to the 
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via Springfield, Massachusetts 


International Claim Assn. 


Committee Chairmen Named 

Edward J. Bohne, Equitable Life As- 
surance Society, and president of the 
International Claim Association, has an- 
nounced the appointments of the asso- 
ciation’s committees for the current 
year. Chairmen of these committees are 
George W. Lane, Jr., Metropolitan Life, 
Group; Howard LeClair, Mutual Benefit 
Health and Accident Association, per- 
sonal accident and health; Daniel A. 
McCabe, The Prudential, life; Harlan S. 
Don Carlos, tag Sse lay adjusters; 


Francis X. Reilly, Guardian Life, public 
relations; Godfrey M. Day, Connecticut 
General, service claim liaison; W. Frank- 


lyn White, Mutual Benefit, program; 
Wallace Wessels, Phoenix Mutual, en- 
tertainment; John E. Steudel, Aid As- 
sociation for Lutherans, transportation ; 
J. M. Williams, Columbian National, 
hotel accommodation ; Turner O. 
Houston, Peninsular Life, auditing; H. 
A. Davis, oe Life, law. 


New Mine. Mutual Posts for 
Greenwood, Shea and Jewett 


President Leland J. Kalmbach of 
Massachusetts Mutual Life announces 
these appointments: James Greenwood 
as personnel secretary; Stevens L. 
Shea, planning secretary, and Warren 
E. Jewett, manager of the index de- 
partment. 


head office organization. About a year 
ago he was named associate superin- 
tendent of agencies, Western U.S. di- 
vision. 

Mr. Stanley, following his graduation 
from University of Toronto three dec- 
ades ago, joined Sun Life and after 
several posts in Toronto office he en- 
tered the field in 1944 and promptly 
qualified for top producer’s club honors. 
In 1945 he became assistant manager, 


Toronto Victoria branch and in 1947 was 
transferred to the head office as 
tant superintendent of agencies. 
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Eastern Superintendent 
Manhattan Life Agencies 





Pach Bros., N.Y. 

FREDERICK W. LOHM 
Manhattan Life has appointed Fred- 
erick W. 


cies, Eastern division. He has | 


Lohm, superintendent of agen- 
been head 
of the training department of Home 
Life with which he was connected for 
18 years. Mr. 


pacities both in the home office and 


Lohm served in many ca- 


field and was assistant manager for the 
company in Newark, Patterson and 
Philadelphia 


Appointed an Officer of 
Northwestern Mutual Life 





RASMUSSEN 


FRED E. 


The appointment of Fred E. Rasmus- 
sen as an officer of Northwestern Mu- 
tual Life, Milwaukee, with the newly 
created title of purchasing director, ef- 
fective February 1, has been announced 
by Edmund Fitzgerald, president. Mr. 
Rasmussen, who joined company in 
1922, has held the rank of 
since 1942 and has been supervisor ot 
the supplies and service division since 
July 1, 1950. He started in the secre- 
tarial department and advanced steadily 
into more responsible duties in this and 
the underwriting department before 
being transferred to the comptroller’s 
department in 1948. He did effective 
work in the revision of forms as well 
as specific assignments in work proce- 
dures before being promoted to super- 
visor of supplies and service. 


] 
specialist 
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Moo-Kit Tsui, Million Dollar Writer of Prudential, 
Right to the Point in Interviews Which Resulted 


in 200 Sales Last Year 


By CLarENCE AxMAN 


Tipping the scales at 102 pounds and 
just five feet tall, Moo-Kit Tsui, for- 
merly of Hong Kong, is a bundle of pep, 
vivacity and energy who is eagerly look- 
ing forward to attending the next annual 
meeting of the Million Dollar Round 
Table. One of the top production stars 
in the Ordinary agency field of The 
Prudential she paid for $1,270,000 last 
year on 200 policies. 
~ Moo-Kit can approach a man in his 
place. of business or the head of a family 
in a home and leave with an application 
—sometimes more than one—with about 
as little conversation as an agent can 
use. Her manager, C. Jordan Kreutzer, 
Murray Hill agency, with whom she has 
been for 18 months, says that Moo-Kit 
is one of those rare specimens found in 
the field—the agent who really has peo- 
ple call up to make appointments. 

She has two offices. In addition to 
the one in midtown New York of Mr. 
Kreutzer she spends part of the after- 
noon at her Chinatown office at 74 Mott 
Street which she shares with her hus- 
band, Kwok-Choy Leung, who is a 
general broker who also  has_ two 
offices—Mott Street and in Jamaica, 
Long Island. 


Nearly All Clients Are Chinese 


None of Moo-Kit’s business is profit- 
sharing plans or Group and most of the 
contracts sold are endowments or lim- 
ited payment policies although there is 
a liberal sprinkling of Juvenile risks as 
she has written as many as seven chil- 
dren in one family. Nearly all of her 
prospecis are persons either born in 
China or who are New Yorkers of Chin- 
ese descent. Many of her policyholders 
are restaurant people or exporters and 
importers or laundry men. The largest 
amount of insurance she has written 
was on the proprietor of a restaurant. 
She wrote him on several occasions, the 
most interesting and characteristic be- 
ing when she stopped him as he was 
leaving the restaurant in a rush—“he al- 
ways is in a rush—a very busy man,” 
she said to the writer—‘and we negoti- 
ated the sale as he stood in the door- 
way. 

“I don’t waste any time,” she con- 
tinued. “l am calling to sell insurance. 
They either want it or they don’t, and 
1 soon find out that situation. Some- 
times the sale is conducted during a 
conversation over a table while both 
of us are drinking tea. A sale of which 
I am very proud is when | went into a 
Brooklyn restaurant and wrote every 
person employed in the place from the 
proprietor to the bus boy.’ 

Moo-Kit says that most Chinese peo- 
ple have some money and they want 
to save money. One of the best ways 
to accumulate money is to buy insur- 
ance. She generally sells policies in 
$5,000 units. First policy $5,000; then 
additional units later. 

At the end of November, 1953, Moo- 
Kit began to realize that she might 
make the MDRT as she had placed at 
that time $700,000 during the year. “It 
meant keeping on seeing a lot of peo- 
ple,” she said. “1 saw them and I went 
over the mark.” 


Was Lawyer in China 


One of eight children, Moo-Kit was 
the daughter of a wealthy owner of a 
Hong Kong department store. She at- 
tended Soo-Chow Law School, Shang- 
hai, and became a lawyer in China. 
Later she decided to study at Columbia 
University. While attending college 
here she met Kwok-Choy Leung. They 
married and now live in a ranch house 
at Briarwood, Long Island, where they 
have two children, Donald, 4, and Flor- 


MOO-KIT TSUI 


ence, 2. She drives to New 
automobile i 
first insurance 
with a company 
dential. 

In Moo-Kit’s 
factor in salesmanship is for 
pect to have confidence in the salesman. 
“One reason they 4 
‘is that my family 
tion in China. 
they can best help themselves economi- 
cally by buying 
me.” Asked if 
his wife earning 


every 
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ASSISTANT GENERAL AGENT 


Wanted For Brooklyn Life Agency 
Of Large Massachusetts Company. 


Substantial iin nana To Right Man. 


Previous experience helpful, but not necessary. 


Applicant Must Be Well Versed In Today's Selling Market. 
Phone, Mr. Kibrick, MAin 4-5765 
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she said: “We don’t care which one 
earns the money. My husband helps me 
and I help him. I get prospects from 
him; he gets prospects for his general 
insurance business from me. We enjoy 
life, our children and our home.” 
Among those who have been fascin- 
ated by Moo-Kit is Sally MacDougall 
of the New York World-Telegram, a 
star feature writer. She recently wrote 
a two-column story about this little 
feminine bundle of Chinese energy. 


New England Mutual Life’s 
1954 Regional Conferences 


New England Mutual’s agency depart- 
ment announces its 1954 series of re- 
gional conferences to be held starting 
June 6-8, at the Samoset Hotel, Rock- 
land Maine. Meetings will continue at 
the Grand Hotel, Mackinac Island, Mich., 
June 16-18; Santa Barbara Biltmore, 
Santa Barbara, Calif., September 26-28; 
Broadmor, Colorado’ Springs, Colo., 
October 12-14; Pocono Manor Inn, Mt. 
Pocono, Penn., October 24-26; and the 
General Oglethorpe, Savannah, Ga., 
October 31-November 2. 


ARTHUR C. OAKES DEAD 
Arthur C. Oakes, 67, special agent for 
the New York-Shoemaker agency of 
Provident Mutual, died January 19. Mr. 
Oakes had been with the company since 
1927. 


Columbian National Stock 
Control Not To Be Changed 


Julian D. Anthony, president, Colum- 
bian National Life of Boston, made the 
following statement on January 21: 

“The Columbian National Life had a 
successiul year in 1953 as is indicated 
by preliminary reports being prepared. 
The final figures on the year’s results 
will be available at the annual Stock- 
holders Meeting late in February and 
will be released at that time. 

“Because of stories and rumors which 
have come to my attention, 1 have been 
in contact with the largest stockholders 
owning a majority of the stock of the 
company. They state that they are 
pleased with the great success the com- 
pany has achieved and that they have 
not authorized anyone to offer the stock 
they own for sale. For the most part 
these blocks represent holdings of a 
great many years and stockholders who 
liave been active participants in bringing 
the company to its present strong 
position, 


Appoint Annetta C. Cree 

Annetta Cornell Cree, formerly promi- 
nent in public relations field, has been 
appointed home oftice representative of 
Northeastern. Life. Her chief responsi- 
bility will be promoting sales of the new 
Northeastern Life special policy for 
women. 





When You’ve Got COMPETITION fie 


.with fancy figures, policies and 
ratings, it’s time to see your Eastern 
Life General Agent — a specialist in 
handling competitive cases. He has 
all the tools he needs to get you back 
into the picture. But why wait for 


competition — see him today! 















INSURANCE COMPANY OF NEW YORK 
Home Office: 386 Fourth Ave., New York 16, N. Y. 
LOUIS LIPSKY, President 


“Eastern Life..The Company that can Add to Your Future” 
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Thinks NALU Shouldn’t 
Wander From Its Areas 


SCHRIVER TALK TO N. Y. MGRS. 





NALU Executive Questions Whether 
Association’s Function Is Agency 
Management Education 





In a talk before the Mid-Town Man- 
agers Association of New York City, 
Lester O. Schriver, executive head of 
the National Association of Life Under- 
writers, discussed the functions of the 
association. He said it had certain areas 
of responsibility which are peculiar to 
it because it has been mutually agreed 
that in such areas it is pre-eminently 
equipped by tradition and experience to 
serve the industry, 
LUTC program. 

Speaking largely from his observation 
of his 30 years in the business on sev- 
eral levels, 
agent for many years, it was his per- 
sonal opinion that the functions and 
purposes of NALU should parallel the 
needs and demands of its members. In 
general, NALU is in business to furnish 
information, inspiration and fellowship 
and a feeling of well-being to the great- 
est sales force in the world. 


Explains Niche of NALU 


Saying that NALU is exploring other 
areas where it may be able to serve 
by expanding that program he warned 
that it is “deliberately making haste 
slowly.” 

Continuing he said: “We propose to 
work only in those areas where there 
is a demand for the things we are 
equipped to do well, and we are particu- 
larly anxious to stay out of those places 
where some agency can serve the in- 
dustry better.” 

Calling attention to the fact that some 
study has been given to the inaugura- 
tion of a management training program, 
the speaker said it was his private 
opinion that such a program should be 
embarked upon only in response to a 
demand by those who would be most 
affected, and only with the co-operation 
and blessing of the top agency depart- 
ment heads of the companies and with 
the blessing of Life Insurance Agency 
Management Association. 

“After all,’ he said, “management 
training should be the primary responsi- 
bility of top management and no pro- 
gram should be embarked upon unless 
there is mutual agreement as to needs, 
and mutual understanding and coopera- 
tion as to technique. The NALU should 
cooperate in any industry project where 
it is clear that it can be of service, but, 
he warned, it should not strive simply 
to get into the act where its facilities 
do not particularly fit it for service. 


such as does the 


including being a_ general 


Wertz’s Program for General Agency 
Education 


It was the opinion of some of the 
managers at the Mid-Town meeting that 
Mr. Schriver had in the back of his 
mind questioning the advisability of a 
project which had been suggested by 
Ray H. Wertz of Detroit, chairman of 
the General Agents and Managers Con- 
ference of NALU who is advocating an 
institutional program of agency manage- 
ment education with the ultimate ob- 
jective that schools of higher learning 
might eventually offer degrees in life 
insurance agency management. Mr. 
Wertz on November 9 at a meeting of 
GAMC executive committee in Chicago 
had asked the committee to consider 
such a proposal. 

What Chairman Wertz proposed was 
that as a long range goal the GAMC 


begin to move in the direction of 
establishing a college degree in life 
insurance agency management. Mr. 


Wertz thought that while accomplishing 
such an objective is a number of years 
away yet he believed the conference 








should consider making a start at popu- 
larizing the professional qualifications 
for the manager through an organized 
procedure which might ultimately result 
in such an accomplishment. Mr. Wertz 
said he had discussed the question with 
representatives of American College of 
Life Underwriters, with insurance teach- 
ers and with home office officials and 
found them interested and enthusiastic 
about the possibilities of such a project. 
He also reported that the committee on 
life insurance agency management train- 
ing in colleges and universities, headed 


by Mortimer Buckley, was reviewing 
the possibilities for cooperation between 
educational institutions. He also said 
he was considering the creation of a 
joint committee on life insurance agency 
managers and college teachers to ex- 
plore methods for establishing educa- 
tional facilities and procedures for use 
of field managers. 


Great Educational Value of Meetings 

Mr. Schriver at his talk before the 
Mid-Town managers said that he first 
became exposed to NALU through a 


national convention. Since then he has 
attended most of them. 

“In addition, I have attended and par- 
ticipated in hundreds of sales congresses 
and also have gone to a myriad of local 
association meetings. On every occasion, 
on every level, I have listened to the 
experience of some good man or woman 
who honestly wanted to help me. All of 
this is underwriter education. And in 
my book it is where we help more men 
to a large extent than in any other 
way. This then, is the NALU at work 
and at its best.” 
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centrated on having a sales force second to none in quality and in the 
calibre of its training. During 1953 the number of new salesmen 

who were brought into the business and trained at NWNL’s Home 
Office schools was increased by 32% while maintaining the same 
high standards which all new NWNL agents must meet. Recruiting of 
qualified men, most of whom come from other lines of endeavor 
where they have been successful but unsatisfied, will continue at an 


accelerated pace in 1954... 


“In keeping with its practice of building from within, NWNL during 





Excerpt from NWNL’s Latest Annual Report: 
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For more than a decade Northwestern National Life has con- 
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: the past year increased by 40% the number of successful and 
: experienced salesmen it has withdrawn from its sales force for ES 
full-time salaried management training—training which will prepare is 
| them to be future agency managers or general agents, and which i 
will give the Company qualified personnel to expand its operations 
into new areas or for managerial replacements.” 
The recruiting and training of qualified new men from other lines 
of business, and the development of more field management talent 
“from within” are the twin objectives of NWNL’s manpower policy Br 
which is resulting in more new permanent life insurance careers ie 


and a net gain in quality manpower for the industry as a whole. 
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One of America's great life insurance companies 
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Jules Anzel Agency Had 
Good Production Year 


JULES ANZEL 


In a listing of Continental American 
Life’s leading agencies in last week’s is- 
sue of The Eastern Underwriter the 
Jules Anzel Agency was erroneously 
omitted. The Anzel Agency finished the 
year 1953 in fourth position among all 
agencies of the company. 

The Anzel Agency has for many years 
been one of the company’s top agencies 
and for the month of December reported 
the largest volume of business of any 
preceeding month during the past year. 
About 90% of the business was written 
by the agency’s full-time organization. 

Mr. Anzel, who is also one of the 
company’s top producers, joined the com- 
pany in 1932 and was appointed general 
agent in 1940. Prior to his entrance into 
the insurance field, Mr. Anzel was as- 
sociated with his cousin, the late Ben 
Bernie, in the music and entertainment 
field. A graduate of New Jersey Law 
School, he has achieved membership in 
the Million Dollar Round Table. He is 
a past president of the Midtown Man- 
agers Association. 


Williams H. Andrews, Jr. 
Appointed State Chairman 


Appointment of William H. Andrews, 
Jr., CLU, Greensboro, as state chairman 
of the U. S. Savings Bond Advisory 
Committee for North Carolina, was an- 
nounced recently in Washington by 
George M. Humphrey, Secretary of the 
Treasury. Mr. Andrews is manager of 
the home office agency of Jefferson 
Standard Life. 

Mr. Andrews has been associated with 
the Jefferson Standard since 1920 and 
joined the Greensboro home _ office 
agency in 1922. He has been the man- 
ager since 1929. He has served as presi- 
dent of the Greensboro Life Underwrit- 
ers Association and was elected a na- 
tional trustee of the association in 1938. 
In 1942 he was elected secretary, in 
1943 vice president and in 1944 president 
of the National Association of Life 
Underwriters. During World War II 
Mr. Andrews served as chairman of a 
volunteer force of some 55,000 under- 
writers who were instrumental in the 
expansion of the Payroll Savings Plan 
across the entire nation. 

He has been executive vice chairman 
of the North Carolina Savings Bond 
Committee since 1942 and chairman of 
the Guilford County Committee since 
1948 

Mr. Andrews succeeds William H. 
Neal, Sr., vice president of the Wacho- 
via Bank & Trust Co. of Winston- 
Salem, N. C. 





Kansas City Life Plans 
Entire Block Frontage 


ALSO ANNOUNCES PROMOTIONS 





Humphrey, Langston, Hale, Christopher, 
Smith, Holmberg Get New Titles; 
Gustin a Director 





President W. E. Bixby of Kansas City 
Life announces extension of its home 
office property to include a whole block 
frontage on Broadway between Thirty- 
fifth and Thirty-sixth Street, Kansas 
City. The purchase of the property in- 
volves a 24-unit apartment building at 
3500 Broadway. At the same time Mr. 
Bixby announced a number of promo- 
tions at home office, as well as the ap- 
pointment of a new director—Albert L. 
Gustin, Jr. president, Gustin-Bacon 
Manufacturing Co. 

The executives 
these: Patrick L. Humphrey from as- 
sociate actuary to actuary; J. T. Lang- 
ston from assistant secretary to assistant 
counsel; L. J. Hale from assistant con- 
troller to coordinator; O. H. Christopher 
from conservation auditor to assistant 
secretary; Maurice R. Smith from re- 
gional agency supervisor to assistant 
superintendent of agencies; and Arthur 
L. Holmberg from supervisor of serv- 
icing division, city investment depart- 
ment, to assistant treasurer. 


promoted — include 


Careers 

Mr. Humphrey joined company as an 
actuarial clerk in 1930, became assistant 
actuary in 1937 and associate actuary 
in 1947. Mr. Langston went with com- 
pany in 1934, was personnel director 
from 1946 to 1951 and in 1948 became 
assistant secretary. Mr. Hale joined 
Kansas City Life in March, 1922, as 
an actuarial clerk. He has been trav- 
eling auditor, auditor and assistant con- 
troller. Mr. Christopher joined company 
in 1928. He has been auditor of the 
company and cashier in Portland, Ore. 

Mr. Smith, with the company 14 years, 
was regional supervisor of agencies in 
northeastern section of the country and 
in 1950 began development of newly 
established Eastern Kansas agency. Mr. 
Holmberg joined the company in 1930. 

More Than a Billion in Force 

Insurance in force in Kansas City Life 
at end of 1953 was $1,013,000,000 as 
compared with $955,115,000 the year be- 
fore. Net paid-for business in 1953 was 
$125,786,197 compared with net-issued 
business in 1952 of $117,417,500. 

The semi-annual dividend on capital 
stock was increased to $2.50 a share 
from the $2 previously paid. 

During the year, the special con- 
tingency fund was raised to $5,000,000, 
compared to $4,000,000 in 1952. Unas- 
signed surplus rose from $10,501,114 to 
$12,216,272. Capital, surplus and _ con- 
tingent reserves for policyholders totaled 
$21,216,272, compared with $18,501,114 at 
the close of 1952. 

Assets $288,069,408 

Total assets of the company at the 
end of 1953 were $288,069,408, compared 
with $270,698,077 at the close of 1952. 
Investments in government bonds 
totaled $51,199,142, a decrease of about 
$1,000,000. Holdings of municipal bonds 








What Makes a 
TOP-NOTCH BROKERS' AGENCY? 


Proudly we offer a Quality Product— 


Low Net Cost, Liberal Underwriting 
Favorable Settlement Options 
Sympathetic Handling of 
Special Problem Cases 
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“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, II. 
32 Court Street Brooklyn 2, N. Y. 
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Continental Assurance 
Managers’ Conference 


The annual mid-winter conference of 
Continental Assurance General Agents 
and Managers Association is being held 
at Drake Hotel, Chicago, January 28 and 
29. Association directors met Thursday 
morning followed in the afternoon by 
the general business meeting and elec- 
tion of officers. The two-day program 
was arranged by David A. Carr, New 
York City, and Co-Chairman Maurice 
C. Chier of Milwaukee. 

The general session was called to or- 
der by Robert L. Blue, Miami, associa- 
tion president, followed by addresses by 
Roy Tuchbreiter, president, and How- 
ard C. Reeder, executive vice president. 
With view to acquainting general agents 
with specific home office functions, Boyd 
M. Everett, vice president, discussed the 
life insurance premium dollar, invest- 
ment functions and _ principles. 

Marshall B. Simms, superintendent of 
agents, then presented agency awards 
for 1953. In the afternoon, Samuel D. 
Rosan, New York City, and William D. 
Kerr, home office, covered term conver- 
sion procedures. 

Guest speaker was Robert A. Crich- 
ton, counsel, American Life Convention, 
whose topic was “The Washington 
Scene.” 

Final speaker of the day was Dwight 
G. Johnson, Philadelphia, who intro- 
duced a new brokerage manual. 

General agents were guests of the 
company at an evening reception and 
banquet, followed by entertainment. 


were $24,220,773, a gain of about $6,- 
000,000; corporate and utility bond in- 
vestments of $18,282,701 were up about 
$3,000,000. 

First mortgage real estate loans were 
increased during the year. Farm mort- 
gages totaled $49,636,485, up about $3,- 
000,000. City property loans were $35,- 
834,139, up about $$1,250,000, and F.H.A. 
insured loans were $69,888,047, a gain 
of about two and three quarter million 
dollars. 

Benefits paid to policyowners and 
beneficiaries in 1953 amounted to $12,- 
333,000, compared with $11,525,000 in 
1952. 
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PROFIT SHARING PLANS 


We have the right policies that will 
turn your next contact into a sale. 
Annuity & Life contracts to suit the 
trust needs. Call for details. 









Charles Champion Edwards 
Agency 
Manhattan Life Insurance Co. 
551 Fifth Ave., N. Y. 17, N. Y. 
MUrray Hill 2-7330 
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Crawford Manager Buffalo 
Office of State Mutual 





Sibley’s Photoreflex 
BRUCE B. CRAWFORD 


A new Group insurance office will be 
opened at Room 2028 Liberty Bank 
Building, Buffalo, by State Mutual Life. 
3ruce B. Crawford, formerly assigned 
to the Philadelphia office, will be in 
charge of the new office. A graduate of 
Dartmouth College, he has been five 
years with State Mutual. 

Ronald C. Ames, Marine Corps vet- 
eran and graduate of Babson Institute, 
has completed home office training and 
been assigned to the Philadelphia Group 
office. Richard E. Mathes, recently dis- 
charged Marine Corps captain, has been 
assigned to the Boston Group office. A 
graduate of University of New Hamp- 
shire he was formerly a Group repre- 
sentative with a large eastern company. 
Alan R. Willson is secretary of the 
State Mutual’s Group division. 





“Man of the Year” Awards 

The Buffalo Life Managers’ Associa- 
tion’s “Man of the Year” was presented 
to 26 life insurance agents in recogni- 
tion of their Year’s outstanding record. 
Presentation was made by Allan W. 
Carpenter, general agent, Penn Mutual 
Life and president of the Buffalo Life 
Managers Association. 

William H. Ross, manager, Home Life, 
was chairman of the committee. He was 
assisted by Richard H. Berry, manager, 
Metropolitan Life, Buffalo district; Wil- 
liam R. Eavenson, CLU, manager, 
Guardian Life; W. Ray Hutch, general 
agent, Aetna Life; Allen O’Donnell, 
general agent, Equitable Life of Iowa; 
Norman L. Utts, general agent, Paul 
Revere Life; William E. Van Brunt, 
Ir., manager, Equitable Life Assurance 
Society; Fred H. White, CLU, general 
agent, Massachusetts Mutual Life. 
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J. J. Stall Ass’t Secretary 
Group Dept., Pacific Mutual 





JOSEPH J. STALL 


Important promotions in Los Angeles 
at the managerial level were announced 
by Ralph J. Walker, vice president in 
charge of Group insurance for Pacific 
Mutual. 

Joseph J. Stall, formerly manager of 
the Los Angeles Group insurance office, 
moves into the home office February 1 
as assistant secretary, Group depart- 
ment. Replacing Mr. Stall as manager of 
the Los Angeles Group office is J. Frank 
Todd; formerly assistant manager. New 
assistant manager at Los Angeles office 
is H. Eugene Reynolds. 

Mr. Stall became an agent of Pacific 
Mutual following graduation from Uni- 
versity of Southern California in 1947 
and specialized in Group insurance. In 
1949 he opened and managed the Seattle 
office until his return to Los Angeles 
as manager in 1951. 

Frank Todd, a Stanford University 
graduate, entered Pacific Mutual in 1949 
in the first group student allotment to 
complete Pacific Mutual’s special Group 
insurance training school. He opened 
the company’s Washington, D. C., Group 
office in 1950 as manager, being addi- 
tionally responsible for the company’s 
Philadelphia Group cases, until his re- 
turn to the home office in 1953 to take 
over as Mr. Stall’s assistant. 

Gene Reynolds, a graduate of Uni- 
versity of California at Los Angeles, 
joined Pacific Mutual in 1950. Following 
graduation from the company’s special 
Group insurance training course, he was 
assigned as manager of the Detroit 
Group office, becoming manager there 
in 1952. He was transferred to the Los 
Angeles office last year. 


Join Pan-American Board 

George A. Lotz and M. B. Wheeler, 
Sr., have been elected to the board of 
Pan-American Life. 

Mr. Lotz is president of the Lotz In- 
vestment and Realty Co., New Orleans, 
and a director of Whitney National 
Bank. He was an original stockholder 
of Pan-American Life when company 
was founded in 1912. Mr. Wheeler, presi- 
dent of Wheeler and Wolfolk, Inc., in- 
vestment securities firm, is also presi- 
dent and treasurer of St. Charles Hotel 
Co. He is on board of governors of 
New Orleans Stock Exchange. 





Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Pan-American Top Club 


Kenneth D. Hamer, vice president and 
agency director of Pan-American Life 
of New Orleans, La., announced that the 
company’s top production club, The 
Dynamo Club, has 150 members for the 
current year. 

President of the Dynamo Club this 
year is F. J. Selman of the New Orleans 
agency. Mr. Selman’s paid for produc- 
tion for the year exceeded $1,516,000. He 
has been a member of the club 17 years 
and has served previously as president 
and vice president. 

Vice president this year is P. L. Mc- 
Kenzie whose paid for production was 
over $1,030,000. Mr. McKenzie has been 
a member of the Dynamo Club for 15 
years and is a past president. He is 
general agent for the company in Alex- 
andria, La. 

ED: Zeigler, general agent in Flor- 
ence, S. C., is secretary of the club 
having a paid for production of over 
$1,019,000. Mr. Zeigler is a past secre- 
tary of the club and has been a mem- 
ber for four years. 

The Dynamo Club requires, for mem- 
bership, a pdid for production in the 
senior division of $200,000 and a paid 
for production of $100,000 in the junior 
division. Officers of the club are chosen 
by their production and receive prizes. 


William Elliott Forecasts 


Good Year for Insurance 
President William Elliott, of Phila- 
delphia Life, forecast 1954 as a bigger 
year for the life insurance industry than 
the record-smashing 1953. 

As guest speaker at the annual “Bosses 
Night” banquet of the Atlantic City 
Junior Chamber of Commerce last week, 
Mr. Ellott qualified this by pointing 
out that despite ten years of outstanding 
production the relationship between in- 
surance owned and average income is 
lower than in 1940. “In a country adding 
to its wealth, productive capacity and 
population at the great rate we are, there 
should be no doubt about the sales of 
life insurance,” he continued. 

The Philadelphia executive told 
Jaycees and their principals, who were 
guests that, “The change in the moral 
fibre of the American people is one of 
the most hopeful signs for the future. 
Church membership and attendance is 
increasing, inefficient and corrupt public 
officials at all levels are being ousted, 
and progress is being made in the war 
against crimes and juvenile delinquency.” 

Atlantic City’s Mayor Altman, as 
toastmaster, introduced Mr. Elliott to 
the City’s Jaycees and business leaders 
who were being honored. 
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N. Y. Life Advances Gill 





EDWARD T. GILL 


Edward T. Gill has been appointed 
assistant district supervisor in charge 
of New York Life’s uptown Group in- 
surance office, 290 Madison Avenue, it 
is announced by Anthony F. Noll, Jr., 
district Group supervisor for New York 
City area. 

Formerly in charge of the company’s 
Syracuse Group office, Mr. Gill became 
home office Group represent ative in San 
Francisco. Before going to New York 
Life he was in San Francisco office of 
American Associated Insurance Com- 
pany of St. Louis. A graduate of Provi- 
dence College of Providence, R. I., Mr. 
Gill was captain of the football team 
in 1937, his senior year. Joining the 
U. S. Marine Corps as a private in 1942 
he was a captain when he left the serv- 
ice. He is now a major in the reserve. 


Chicago CLU Seminar 


A seminar on executive compensation 
and corporate coverages will be con- 
ducted by V. Henry Rothschild, II, na- 
tionally prominent tax attorney of New 
York City, on the mornings of February 
2 and 3 in the Midland Hotel. This pro- 
gram is being presented by the Chicago 
CLU Chapter for the benefit of its mem- 
bers and other career underwriters who 
desire to add to their knowledge of the 
specialized subjects. Invitations to attend 
are also being extended to members of 
the legal and accounting professions and 
others interested in these fields. 

Mr. Rothschild is a member of the 
New York Bar. He is co-author of 
“Compensating the Corporate Executive” 
and “Pay Contracts with Key Men.” He 
was formely vice chairman and general 
counsel of the Salary Stabilization 
Board, and is recognized as an out- 
standing authority in this field. He has 
appeared before many professional 
groups, including the Million Dollar 
Round Table of the National Association 
of Life Underwriters and as lecturer on 
this subject before the Practicing Law 
Institute of New York. 

John O. Todd, CLU, Chicago, who 
worked with Mr. Rothschild when he 
appeared before the Million Dollar 
Round Table has been asked to perform 
a similar role at this seminar. He will 
summarize the sales aspects and 
moderate a question and answer period 
at each morning’s session. 
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Estate Planners Day 


(Continued from Page 5) 


tion 113(a)(5), no tax would be payable, 
and cash would be available. This would 
not be a 115(g)(3) problem, but would 
accomplish the same result, and very 
likely a great deal more. If it is con- 
templated that one corporation is to be 
liquidated, proper plans should be made. 
This would include the concentration of 
all liquid assets, including life insurance 
payable on the death of the business 
owner, in that corporation to be liqui- 
dated. Thus, a_ significant liquidity 
would be introduced into the estate 
picture at the very time when liquidity 
is essential. 

It was pointed out and confirmed by 
the entire panel that although section 
115(g)(3) is a significant boon to busi- 
ness owners there is no substitute for a 
purchase agreement effective upon death 
to assure the performance of redemp- 
tion. The various types of agreements 
which may be drafted were outlined by 
Mr. Guterman, with special reference 
to their effect on fixing the value of the 
business holding for estate tax purposes. 
Two important points were emphasized 
in this connection. If it is desired to 
peg the value for estate tax purposes 
the estate must be obligated to at least 
offer the stock to the corporation, or 
the interest to the surviving partners. A 
binding agreement—that is, the seller 
must sell and the buyer must buy—is 
the most effective. In cases where the 
estate or heirs are not obligated to sell 
or offer the interest, the value agreed 
upon will not bind the Commissioner, 
and the estate is likely to be in for a 
period of wrangling over the estate tax 
payable. 

The other important ingredient of a 
purchase agreement is the first offer 
during lifetime. The deceased business- 
man must have been bound during his 
lifetime to offer his holdings to the 
other parties to the agreement before 
selling to outsiders, and at the price 
or according to the formula specified in 
the agreement. 

The very practical problem. of valua- 
tion was discussed in connection with 
business purchase agreements. It may 
very well be that between the time of 
the execution of the agreement and the 
death of a part owner a great fluctua- 
tion in value may have occurred. Rather 
than involve the owners in periodic dis- 
putes over value, it was considered ad- 
vantageous to include a formula for de- 
termining value which would serve to 
automatically adjust such a variance in 
value. Mr. Zack pointed out, however, 
that even this may involve difficulty. 
Accountants are not infallible, he pointed 
out, and very 





often determinations of 


book value are no more than informed 
guesses. 


Professional Service Partnership 


The afternoon session began with a 
dissertation by Mr. Zack of the special 


problems of the professional service 
partnership, as distinguished from the 
typical mercantile partnership. In the 


professional service partnership, typi- 
fied by a law or accounting firm, capitz il 
assets are not a vital factor. In view 
of this, an income continuation plan, 
under which a deceased partner’s heirs 
or a retired partner would receive a 
share of firm earnings for a specified 
number of years, would be preferable 
in most cases. Payments by the surviv- 
ing partners would be deductible by 
them for income tax purposes. Mr. 
Zack also discussed the adverse income 
tax consequences which might attach 
where the partnership was on fiscal 
year different from the calendar year 
of the individual partners. Where there 
is no continuation agreement, it is not 
unlikely that a deceased partner’s es- 
tate would be faced with a bunching of 
up to 23 months’ earnings in one tax- 
able year. 

Mr. Guterman had an illuminating ob- 
servation on the use of a charitable 
foundation in business and estate plan- 
ning. If a taxpayer in a 75% tax 
bracket contributes $10,000 worth of his 
stock to a charitable foundation created 
by him, he may take a tax deduction of 
$10,000, and will not have to pay taxes 
of $7,500. This is actually in-pocket 
money to him. Furthermore, he still has 
100% control of the corporation. An- 
other plan would be to recapitalize the 
business so as to create a class of pre- 
ferred stock which could be given to 
the foundation. The value of the com- 
mon would be cut because of the ex- 
istence of the preferred, and vet the 
business owner would still control the 
business as completely as he did before. 

Mr. McKinley discussed at great 
length the practice a bank would follow 
with regard to running a business as 
executor or trustee. He advised, first 
of all, that a testator shoul’ never direct 
continuation of the business, but, 
rather, should only permit it. Thus, if 
it should occur at a later date that it is 
no longer feasible to run the business 
or it would be more profitable to take 
advantage of a favorable offer of pur- 
chase, a sale could be arranged. Mr. 
McKinley stressed the fact that the 
function of a corporate executor or 
trustee is one of supervision of manage- 
ment, not actual operating management. 
In view of this, whether a bank would 
accept the appointment to run the tes- 
tator’s business as executor or trustee 
after his death would depend on a 
variety of factors. These would include 
the existence of competent manage- 
ment, 


adequate finances, and such. A 


Left to right—David Zack, William McKinley, Samuel L. Zeigen, 
Abraham S. Guterman. 





Transcripts Available 
Transcripts of the proceedings of 
the Sixth Annual Estate Planners 
Day of the New York CLU Chapter 
are available at $2 per copy by writ- 
ing to Samuel L. Zeigen, CLU, 501 
Fifth Avenue, New York 17, N. Y. 











bank will never make a commitment in 
advance to accept the responsibility of 
running a business. The factors which 
would motivate the acceptance of the 
task at the time of execution of the 
Will might be lacking or have deteri- 
orated by the time the testator died and 
the responsibility were thrust upon the 
bank. 

In some instances, Mr. McKinley ob- 
served, the bank will recommend liqui- 
dation. Or, it may agree to hold a busi- 
ness until favorable sale can be ar- 
ranged. It is up to the bank to decide 
at the time the testator dies as to what 
course to pursue. 

Mr. McKinley also went into great 
detail on what the bank would insist 
upon in the way of executors’ or trus- 
tees’ powers in the Will of the business 
owner. Normal extensive powers com- 
monly given to fiduciaries in well- 
drafted wills are helpful, but in a situ- 
ation involving business continuation, 
the bank wants something more. It 
would want most extensive powers con- 
ferred upon it with reference to the 
particular business. In substance, the 
bank would want such powers that the 
businessman himself had while he ran 
the company. Only in this way, said 
Mr. McKinley, can the bank perform a 
successful supervisory job. 

Commonly, extra fiduciary fees would 
be owing to the bank for assuming such 
a capacity. Normally, in order to insure 
fairness, the bank would prefer to put 
the question to a court. 


Emphasis on Cooperation 


Mr. Zeigen, as moderator, emphasized 
throughout that modern business and 
estate planning cries out for the co- 
operation of the attorney, accountant, 
life underwriter and trust officer. Too 
often, he noted, the typical businessman 
never reaches the point where he sits 
down with all of his natural advisers 
at the same time, with a view toward 
achieving certainty, business and tax 
advantages, and above all—peace of 
mind 

The panel repeatedly emphasized that 
each member of the estate planning 
team has a particular job to perform. 
Each has knowledge and_ techniques 
which will prove advantageous. Mr. 
Zeigen, in directing his remarks to the 
life underwriters in the audience, said 
that if the insurance man will learn 
to cooperate with members of other 
professions involved in estate planning, 
and will develop patience in his deal- 
ings, the result will be greater prestige 
for his profession and himself, and in 
more numerous and larger sales. The 
attorney and accountant, aware of the 
problems of business and estate plan- 
ning, cannot fail to produce sales for 
the underwriter. Messrs. Guterman, Mc- 
Kinley and Zack agreed enthusiastically 
that when it comes to planning for the 
business interest in the estate plan, life 
insurance represents not only the best 
means, but in a sense the only means 
of making certain that funds of suffi- 
cient amount will be available when 
they are desperately needed. 

The panel also observed that many 
facets of good planning involve drafts- 
manship. Wise and skillful drafting on 
the part of the attorney can go a long 
way toward effectuating a sound and 
workable plan. When all members of 
the estate planning team work to- 
gether, they are performing real serv- 
ice to the client. 

At the close of the scheduled meet 
ing questions were entertained, some 
involving the material covered and 
others relating to tax problems which 
may confront the businessman and _ his 
estate, 





Siegmund’s Separate 
Welfare Plan Office 


ALSO BECOMES ASST. GENL. AGT. 


For 13 Years Gen. Agent, Connecticut 
Mutual in Los Angeles; Once in 
Chicago 


William H. Siegmund, for the past 
13 years general agent for Connecticut 
Mutual in Los Angeles, has resigned 
that position and organized a new cor- 
poration, Benefit Plans Consultants, Inc., 
of that city. It will specialize in the 
planning, preparing and servicing of 
employer -employe pension, health and 
general welfare plans for large, me- 
dium and small business operations. 

Although the new company, of which 
he is president, is completely. independ- 
ent, Mr. Siegmund is continuing his af- 
filiation with the Connecticut Mutual as 
associate general agent. He is_ well 
known in insurance circles in Chicago 
as well as Los Angeles. He was ap- 
pointed general agent for Conencticut 
Mutual in Los Angeles in 1940. Although 
his work in Los ones was interrupted 
by World War when he served for 
five years as Bi ci in the Navy, 
he advanced the agency to the $5 million 
level and to 19th position among Con- 
necticut Mutual’s 81 agencies. In 1952 
his office showed the third largest in- 
crease in volume. 

Mr. Siegmund is past state and re- 
gional commander of the Military Or- 
der of World Wars; commander of San 
Marino Post 239 of the American Le- 
gion, and chairman of the Jonathan 
3reakfast Club. He holds the Secretary 
of the Navy’s commendation for meri- 
torious duty in the Solomon campaign 


W. H. King Agency Tops 
$10,600,000 in °53 Paid-for 
Wheeler H. King, CLU, general agent 

of New England Mutual Life in New 

York, reports that 1953 paid-for produc- 

tion of his agency totaled $10,639,000, 

a gain of 17%4% over 1952, making it 

the best year to date for the agency. 

Term riders, conversions, annuities and 

group business were not included in 

this figure. 

Leo P. Mirsky, CLU, was the 
agency’s leader for the year including 
pension trust business. The race was 
close, however, to determine leader in 
production exclusive of pension business 
with Harold S. Mauer just nosing out 
Malcolm D. Hubert, CLU. 

Thirteen agents were appointed dur- 
ing 1952-53, 11 of whom entered 1954 as 
full time producers of the agency. First 
year men wrote over $2,250,000 last vear. 
Over-all substantial amount group term 
and group annuities were written by the 
office. Its agency supervisor is George 
C. White, in charge of training, and 
brokerage manager is Josenh J. Melly, 
Tr., CLU, General Agent King is presi- 
dent of Midtown Managers Association. 


Consolidate Agencies 
The Equitable Society’s agency head- 
quarters in Trenton, N. J., and Allen- 
town, Pa., are being discontinued. In a 
reorganization of the territory the area 
covered by the Trenton and Allentown 
agencies will be consolidated with the 
M. P. Dickinson and R. C. Jenkins 
agencies in Philadelphia and the Taft 
Woody agency in Harrisburg. E. 
Steel will be associated with the Dick- 
inson agency. 


N. Y. Women to Meet 


The February meeting of the League 
of Life Insurance Women will be held 
February 2, at the Allerton House, 132 
East Fifty-seventh Street, New York 
City, at 1:00 p.m., beginning with a 
luncheon. Arthur Labusohr, New York 
Life, will speak. 
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Conn, Mutual Financial Statement 


Total payments to policyholders and 
beneficiaries of the Connecticut Mutual 
Life last year amounted to $82,207,859, 
President Peter M. Fraser said in mak- 
ing his annual report. 

This is a company record for a single 
year and brings the total payments to 
policyholders and beneficiaries in the 
company’s 108-year history to $1,206,- 
857,820. 


Taxation 


One of the significant facts brought 
out by the report is that it takes the 
entire interest earnings on 100 million 
dollars of the company’s $1,012,849,558 
assets to pay state and Federal taxes 
which last year amounted to $3,813,839. 

“While this large sum is paid by the 
company, it should not be forgotten 
that it is actually a tax on the individual 
policyholders who make up the com- 
pany,” President Fraser said. “Life in- 
surance is surely bearing a heavy bur- 
den of taxation, and policyholders 
should be vigilant in protecting them- 
at either 


selves from further increase 
the state or Federal level,” he con- 
tinued. 


New Insurance Placed in 1953 of 
$328,000,000 


The amount of new insurance placed 
with old and new members during the 
year amounted to $328,000,000. This 
represents an increase of $54,958,053 or 
20.1% over 1952. New insurance totaling 
$114,863,903. was purchased by people 
previously insured in the company and 
$30,300,077 was purchased by women. 

Reflecting the larger volume of new 
business and a continuing low rate of 
termination of business already on the 
books, the total amount of insurance in 
force increased $207,559,566 during the 
year to $2,655,263,707. 


Income and Its Distribution 


Total income for the year was $159,- 
939,531. The aged portion of the total 
income (56.7%) consists of premiums 
which the aeeiclaers set aside for 
the future. The next largest portion 
(24.6%) consists of earnings on the in- 
vestments which the company has made 
with the money entrusted to its care. 
The balance of the year’s income 
(18.7%) consists of policy proceeds, divi- 
dends and other funds left with the 
company at interest. For each dollar 
received from policyholders and _ bene- 


ficiaries last year, $1.15 was paid to 
them or added to funds held for their 
benefit. This is made possible by income 


realized on the company’s investments. 


Benefits to Insured and Beneficiaries 


amounts (including dividends) 
paid or credited to policyholders and 
beneficiaries in 1953 amounted to $82,- 
207,859. Of this amount $16,667,645 was 
paid to beneficiaries of policyholders 
who died during the year; $26,524,423 to 
living policyholders for matured endow- 
ments, annuity payments, surrender 
values, and disability benefits; and $17,- 
400,000 was paid or credited to policy- 
holders in dividends. The remainder, 
$21,615,791, went to policyholders and 
beneficiaries from policy proceeds and 
other funds previously left with the 
company. 

Total payments to the policyholders 
and beneficiaries since organization 
amounted to $1,206,857,820, and at the 
end of the year the total assets held by 
the company to insure future payments 
of benefits to policyholders amounted 


to $1,012,849,558. 
Interest Earnings and Mortality 


The net rate of return during the 
year on all of Connecticut Mutual’s in- 
vested assets, after deduction of all in- 


Total 


vestment expense and Federal income 
taxes, was 3.58%. The net rate for 
1952 was 3.54%. 

The low death rate among _ policy- 


holders in recent years continued dur- 
ing 1953. This is a reflection of the im- 


provement in the mortality experienced 
by the general population. 

“Since a saving in the cost of opera- 
tion means a saving to policyholders, 
the Connecticut Mutual is continually 
studying various methods of lowering 
operating expenses while maintaining 
essential services to _ policyholders,” 
President Fraser pointed out. 


Net Earnings From Insurance Opera- 
tions and Dividends to Policyholders 


The net earnings from insurance op- 


erations arise from mortality, cost of 
operation, and interest earnings more 
favorable than assumed in the compu- 


tation of premiums; these are the chief 
source from which policyholders’ divi- 
dends are paid. For the year 1953, the 
total of these earnings was $24,643,798, 
an increase of $1,665,365 over the earn- 
ings of the previous year. 

A new dividend scale representing an 
aggregate increase of 10%% was 
adopted in 1953 and the same scale will 
be used in 1954, resulting in a dividend 
distribution to policyholders of $17,- 
400,000. 

The interest rate of 344% on proceeds 
of policies remaining with the company 
under income contracts, and 3% on 
dividends left with the company to ac- 
cumulate at interest, will be continued 
during 1954. The amount held by the 
company at the year-end under income 
settlement contracts was $98,327,874 and 
the amount of accumulated dividends 
was $57,811,074, a total of $156,138,948. 
The total amount of interest that will 
be credited to these funds during 1954 
is approximately $4,750,000. The magni- 
tude of these figures is indicative of the 
importance of these policy options and 
of the interest earnings credited to 
these funds. 


Additions to Special Reserves and 
Surplus 


The net earnings from insurance op- 
erations amounted to $24,643,798. This 
amount less dividends to policyholders 
of $17,400,000, together with the net 
investment gains of the year of $930,506, 
was allocated to special reserves and 
unassigned funds as follows: 


Added to Market Fluctuation and 
Investment Contingency  Re- 


Ws Fates ata 4: 904.8 aieln te Osha $1,786,692 
Added to Security Valuation Re- 
ee Nea OPE dxpieid SP aR RENE eae peer 2,408,375 
Added to Surplus (Unassigned 
SS ie epee a ee 3,979,237 
OE Ge ke So wrewitwwt aan s $8,174,304 


Investment of the Company’s Funds 


Under normal conditions, the amount 
of money which a company receives 
each year is in excess of disbursements, 
and the excess must be invested to earn 
interest and thus reduce the cost of in- 
surance to the policyowner. When the 
date for payment is reached, these funds 
are returned to the policyowners or 
their beneficiaries in accordance with 
the terms of their contracts. 

The following analysis shows the 
source of the $134,694,794 which was 
invested or reinvested during the year: 

Excess of Premium Income 

Over Payments to Policyown- 


ers and Beneficiaries, Ex- 

penses of Operation and 

ERMOUAMS. a Neils iewainig is <5, 400 $ 22,690,311 
Income from Investments..... 36,449,147 


Mortgage Loan Repayments... 32,302,689 
Investments Repaid, Sold or 


TRGUINGE, Si55.5cse'e ad biewaateseis 43,252,647 


$134,694,794 


Investments 


During the year $59,685,283 was in- 
vested in bonds as follows: Government, 
State Province, County and Municipal 
Bonds $14,476,204; Public Utility Bonds 
$15,622,502; Railroad Bonds $4,117,023; 
and Industrial Bonds $25,469,554. 

Stock purchases amounted to $8,930,- 
098. Included in this amount were pre- 


Continental American Adds 
New Disability Provision 


Continental American of Wilmington 


just announced the addition of a new 
$10 per $1,000 face amount Monthly In- 
come Disability provision to its policy 
equipment. Disability Income is issued 
at ages 18-50 with Preferred and Stand- 
ard policies except Term policies and 
any policy with Family Income or Home 
Mortgage benefits extending beyond age 
05. 

The new provision contains the usual 
clause providing for a six-month wait- 
ing period. If disability occurs before 
age 55, monthly income of $10 per 
$1,000 face amount is paid to age 65 
or prior maturity of the policy, pre- 


miums due after commencement of dis- 
ability are waived, and the policy ma- 
tures as an endowment at age 65 or 
on its endowment maturity date, if 
earlier. 

An unusual feature is that if disabil- 


ity occurs after age 55 and before age 
60, not only are premiums waived but 
the policy matures for its face amount 
at age 65. 


CHICAGO FELLOWSHIP PARTY 
The council of field underwriters of 
the Chicago Association of Life Under- 
writers is st aging a fellowship party on 
Lincoln’s Birthday, February 12, at the 
Edgewater Beach Hotel. Invited are all 
association members, wives and office 
staffs, home office personnel and _ per- 
sonal friends. Victor Rehfeldt, Metro- 
politan Life, is in charge of arrange- 
ments. Gerh: ird Krueger, Equitable of 
Iowa, is chairman of the council of field 
underwriters. 


ferred stocks $2,264,042, 
of bank and trust companies 
and public utility common stocks $,- 
419,113. In addition to new purchases, 
18,090 shares were received as_ stock 
dividends during the year. 


capital stocks 
$2,246,943, 














HEARD On The WAY 











The airplane in which Thomas E. 


Braniff, president of the Braniff Inter- 
national Airways, was a passenger when 
it crashed at Lake Wallace, Louisiana, 
on January 10 during a snow and sleet 
storm, was not the plane of another 
airplane company as was printed in an 
editorial of The Eastern Underwriter, 
but was a private Gruminan-Mallard 
amphibious plane. 

The Equitable Life Assurance Society 
in its Agency Items says that among 
the insurance carried by Mr. Braniff at 
time of his death were six Ordinary life 


policies purchased by him in that com- 
pany between 1914 and 1920. 


In a fire and explosion at her home 
in Shreveport, La. January 13 the 
mother of Marion W. Wilson, member 
of executive committee of the Women’s 
Quarter Million Dollar Round Table, 
lost her life. 


Uncle Francis. 


HEAR BEN L. TABOR 
Ben L. Tabor, Harrisburg, Pa., man- 
ager of the Jefferson Standard Life, 
addressed a meeting of the Scranton 
Association of Life Underwriters in 
Scranton, Pa. He discussed “Are You 
Planning or Wishing for a Good 1954.” 


He was introduced by William J. Pres- 
lock, chairman of the education com- 
mittee of the association. 

year-end, these reserves amounted to 


$711,708,918. 

The company’s policies 
provide that the proceeds may be left 
with the company under various plans 
of income settlement, and that dividends 


and contracts 











The Connecticut Mutual obtained new may be left to accumulate at interest. 
loans in the city loan field amounting to Frequently, policyholders leave funds 
$36,421,251 and in farm loans amounting with the company to pay future pre- 
to $21,536,735. miums. The aggregate liability of the 

The following table shows the amount of each type of asset, with 
diversification by percentage,for the vears 1952 and 1953, 
1952 1953 
Amount % Amount % 
U. S. Government Bonds $59,900,000 6.3 $60,140,000 6.0 
Other Government, State, Province, 

County and Municipal Bonds 79,181,361 8.3 80,669,188 8.0 
Public beility Bonds 118,659,047 12.4 131,690,750 13.0 
Railroad Bonds 68, 307,920 7.1 64,071,027 6.3 
Industrial and Miscellaneous Bonds 79,789,453 8.4 94,325,373 9.3 

(Total Bonds) (405,837,781) (42.5) (430,896,338) (42.6) 
Preferred and Guaranteed Stocks 47,650,075 5.0 47,715,118 4.7 
Bank and Insurance Common Stocks 36,398,133 3.8 36,035,39 3.6 
Other Comnon Stocks 10,303,444 Ps 15,722,474 1.5 

(Total Stocks) (94,351,652) (9.9)  (995473,054) (9.8) 
Farm Mortgages 76,439,115 8.0 90,116,301 8.9 
Urban Mortgages 283,613,355 29.7 295, 714,300 29.2 

(Total Mortgages) (360, 052, *4:70) (37.7) (385; 830,601) (38.1) 
Home Office Property 2,308,425 02 2,537,554 22 
Real Estate Purchased for Investment 24,367,904 2.6 23,861,199, 2.4 

(Total Real Estate) (26,676,329) (2.8) (26,398,753) (2.6) 
Policy Loans 32,635,383 3.4 35,616,704 3.5 
Cash in Banks 14,458,559 1.5 12,094,404 1.2 
Interest and Rents Due and Accrued 8,586,549 9 9,392,330 9 
Premiums Deferred and in Course of 

Collection and other Assets 12,200,202 1.3 13,147,374 1.3 

Total Assets $954,798,925 100.0 $1,012,849,558 100.0 
Liabilities and Contingency Reserves company under these policyholders’ 


The Annuity Reserves 
are by far the most important items 
listed among the company’s liabilities. 
These reserves are required by law and, 
with future premiums and interest, in- 
sure the company’s liability to meet all 
future payments guaranteed under out- 
standing policies and contracts. At the 


Insurance and 


funds at the year-end was as follows: 
for Future Payments 
Under Income Settlements.. $ 98,327,874 
Dividends Left to 
at Interest 


Premiums Paid in 


Reserve 


Accumulate 
; 57,811,074 
10,579,132 


Advance... 


ctideaseniadets am 


$166,718,080 
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MARTIN W. LEWIS 

A great loss to the insurance business 
occurred last week when sudden death 
ended the very fine career of Martin 
W. Lewis, manager of the Surety Asso- 
ciation of America, one of the most 
valuable human assets in the insurance 
world. With an extraordinary compre- 
hension of fidelity and surety opera- 
tions he also had an unusually clear 


insight into all those factors which have 
made America the industrial leader of 
Ability to think clearly and 
matched with an 


the world. 
to make 
unusually fine balance, also marked his 


decisions, 


forceful character. 

No contrast can be made of the situa- 
tion of unbridled competition which 
once prevailed in the business to which 
Mr. Lewis devoted so many _hard- 
working years of his life with that of 
today when fidelity and surety is on 
such a_ substantial basis of great 
strength, its operations conducted on a 
very high plane, without considering the 
important roles played by Mr. Lewis. 
Coupled with ability everywhere recog- 
nized he had qualities of diplomacy and 
tact which often contributed to straight- 
ening out tangled and troublesome situ- 
ations. Many of the companies in former 
days were under the executive direction 
of dynamic personalities some of whom 
had prima donna traits. His keen in- 
sight into human nature, his patience 
and understanding, his mastery of pub- 
lic relations, brought recognition of the 
business that its fidelity and surety rat 
ing organization could not well be in 
more competent hands. 

ANNUAL INSURANCE REVIEW OF 
N. Y. JOURNAL OF COMMERCE 
One of the most widely read annual 

insurance reviews is that of New York 

Journal of Commerce, authors of the 

articles being authorities in the business. 

Insurance editor of the paper is Elmer 

Miller. 

The iead story in the issue, published 
on January 21, is a discussion of auto- 
mobile insurance as the major line of 
casualty insurance. It was written by 
C. G. Hallowell, vice president, Aetna 
Casualty and Surety Co. In no other 
field of insurance has there been so 


many “innovations,” and about some of 


Hallowell is dubious. The 
Jimmie 


them Mr. 
reminds him of 
“Everybody’s trying 


situation 
Duranty’s peeve: 
to get into the act.” There is no doubt 
that “automobile insurance is attracting 
many comparatively new enterprises, 
each it seems with a new pilot, a new 
angle and a new gimmick,” says Mr. 
Hallowell, and he then analyzes some of 
them. Continuing he said: 

Many different rating plans are now 
being used. Some of them—probably 
unsuitable for general use—were de- 
signed to meet the special requirements 
of certain companies which evidently 
seek the greatest possible refinements 
in their risk classification systems. New 
merit rating plans, appealing as_ they 
are, but questionable as to mathematical 
soundness, have been introduced. (Some 
plans of this type seem to have achieved 
a measure of success because they 
“freeze” the risks for the originating 
company.) New sales methods—not em- 
ploying the American agency system as 
it is generally known—are being boldly 
and successfully used by specialty com- 
panies which are rapidly extending their 
sales organizations. New companies do- 
ing business through the agency sys- 
tem have been formed, with reduced 
commissions, direct billing of assureds, 
continuous policies, six months’ policies, 
and other features in their respective 
competitive “packages.” 

As to the new classification plan of 
National Under- 
writers about which many agents and 


3ureau of Casualty 


brokers have expressed their disappro- 
val Mr. Hallowell thought that given 
a fair trial the plan will be of substan- 
tial benefit in dealing with competition. 

However, he said, it must be kept in 
mind that because of expense differen- 
tials, and important differences in risk 
selection a gap will continue to exist 
between the rates of companies who 
follow what might be called the 
“regular” pattern of doing business and 
the rates of those companies who do 
not follow that pattern. 

Shelby Cullom Davis, a prominent fig- 
ure in the insurance securities situation, 
reviewed the financial aspects, saying 
that the year 1953 was a good year for 
insurance company earnings. He thought 
however that “the dynamic upswing in 
insurance underwriting profits is over 


for the time being.” Among others writ- 


ing articles in this edition were these: 
Leonard H. 
(Continued on Page 27) 


Collier, vice president, 











































































CLAUDE BENNER 

Claude L. Benner, president of Conti- 
nental American Life of Wilmington, 
has been appointed by Governor J. Caleb 
Boggs chairman of the Delaware State 
Employes Pension Study Commission to 
make a study of the State pension plans 
and to make recommendations at. the 
next session of the legislature. Mr. Ben- 
ner, nationally known economist, is 
holder of several degrees including 
Ph.D’s, has been professor of economics 
and lecturer on finance in several uni- 
versities, being professor of economics 
at University of Delaware when he 
= Continental American Life in 
1928. He has been president since 1949, 
He is author of several books on finan- 
cial subjects and is a director of 
Equitable Trust Co. of Wilmington. 


* * * 


Frank H. McGrath has succeeded 
John William Murray as editor of The 
Insurance Graphic of Dallas, and R. F. 
Dennison is now advertising manager. 
Mr. McGrath has had experience with 
United Press and Dallas Morning News 
with which newspaper he has been for 
a number of years. Mr. Dennison was 
with Dallas daily newspapers and was 
advertising manager for Texas Parent- 
Teacher Magazine. 

* * * 


Gerhard D. Bleicken, second vice 
president of John Hancock Mutual Life, 
was recently elected to membership in 
the American Law Institute. Mr. 
Bleicken, who joined the law depart- 
ment of John Hancock in 1939, holds an 
LL.B. cum laude degree from Boston 
University School of Law. He is a 
member of the Massachusetts Bar, the 
Federal Bars and the Bar of the United 
States Supreme Court. During World 
War II, he served as legal and con- 
tractural officer for the Bureau of 
Aeronautics of the U. S. Navy. One of 
the nation’s legal groups, the American 
Law Institute has as its objective the 
clarification and simplification of the 
common law of the United States. The 
Institute is currently working on a uni- 
form commercial code, in cooperation 
with the National Conference of Com- 
missioners on Uniform State Laws. 


* * * 


Richard D. Nelson, vice president and 
treasurer of the Colonial Life of Amer- 
ica, has been elected a member of the 
board of directors of the Commercial 
Trust Co. of New Jersey, located at 
Jersey City. Recently, Mr. Nelson was 
also elected a director of the United 
Cerebral Palsy of Essex County, N. J. 


FRANK J. ROGERS 


Frank J. Rogers, well known in inland 
marine circles who is president of his 
own agency, Frank J. Rogers Agency, 
Inc., 45 John Street, New York, is ob- 
serving his 25th anniversary in the busi- 
ness. The past year was the biggest pro- 
duction year the agency has enjoyed 
since its inception in 1949. From office 
boy in Hall & Henshaw Mr. Rogers de- 
veloped a flair for production and 
traveled suburban territory as a special 
agent for that agency. His next post was 
with Fuller & Kern where he organized 
and managed the inland marine depart- 
ment. Joining the Mezey Agency in 1941, 
he repeated this performance and 
handled its inland marine business for 
7% years until October, 1949. This week 
Mr. Rogers was elected to the public re- 
lations committee of Local Agents Asso- 
ciation of the City of New York. 


Mr. and Mrs. Lee P. Stack 


Lee P. Stack, vice president of John 
Hancock, and his wife, are shown in 
the accompanying picture as they left 
a United Airliner at Honolulu. They 
went to Hawaii to visit their son, Lieu- 
tenant Allen Stack. 

x 2° =e 

Armand A. Lowell has become asso- 
ciated with the New York insurance 
brokerage firm of Samuel Scheller & 
Co., Inc., at 1 Cedar Street, as office 
manager. He has been active in insur- 
ance since 1938 and is vice president of 
the Greater New York Insurance Brok- 
ers Association, a member of the faculty 
of the New York Insurance Society 
School of Insurance. Previously he was 
with Gustav G. Gottlieb & Son. 
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Cowie Heads St. George’s Society of 
New York 


The St. George’s Society of New 
York has elected as its president D. J. 
Cowie, who is United States manager of 
the Pearl Assurance. With the Society 
he succeeds Sir Henry Hobson, who 
had been president since January, 1953, 
and upon his retirement as British Con- 
sul General here, returned to England. 
Mr. Cowie was former first vice presi- 
dent of St. George’s Society and has 
held a number of posts with the So- 
ciety including chairman of the finance 
committee and of the banquet commit- 
tee and second vice president. 

Se. George’s Society is one of the 
oldest societies of the kind in Greater 
New York as it was first established 
here in 1770 and was organized under 
its original Constitution and its present 
title in 1786. In commenting on its 
origin and design St. George’s Society 
of New York says in a brochure of its 
history and membership: 

“The Society arose from the congen- 
ial feeling of some native English then 
settled here, who felt that though this 
was to be their permanent residence, 
they could not restrain the gratifying 
recollections of their native land nor 
be unmindful of the conditions of any 
who might resort to their vicinity in 
a state of indigence or distress. They 
formed a band, which would delight in 
periodical meetings with a view of cher- 
ishing social intercourse among them- 
selves and devising means for the relief 
and happiness of others. 

“Although, as above stated, this So- 
ciety was organized under specific 
Rules in 1786, yet, there had existed one 
before the Revolutionary War with the 
same title and of a somewhat similar 
character. It was resolved in the fol- 
lowing year to make eligible and invite, 
as new members, any member of the 
antecedent association or their immedi- 
ate descendants or friends, though na- 
tives of this country, who might be 
desirous of enrolling and thus evincing 
their respect for the land of their an- 
cestors and manifesting their sentiments 
of charity and benevolence. 

“The present members of St. George’s 
Society, united, as all preceding them 
have been, in the bonds of charity and 
good will, feel grateful for the aid their 
cause has received from their own coun- 
trymen, and from so many distinguished 
citizens of the States. Their institution 
rears its structure upon the basis of 
benevolence and love of country, and 
ought to be supported by every native 
of England who lands upon the Ameri- 
can shore. It is the determination of 
the members to dispense what good may 
be in their power, and although most of 
them may have made their home in this, 
their adopted country, they cannot cease 
to venerate that of their forefathers, or 
to rejoice in holding up the virtuous 
characters to whom it has given birth, 
as examples for emulation.” 

The Society’s charity is immediate. 
There is no red tape. Each case is 























judged by its merits. The Society has 
21 beds in St. Luke’s Hospital, always 
available for sick British people who 
are unable to pay for medical care and 
necessary operations. It has its own 
cemetery in Cypress Hills, Brooklyn. In 
that cemetery lie many who served with 
honor in the Armed Forces of British 
Commonwealth of Nations. The Daugh- 
ters of the British Empire have helped 
the Society in a large way over a_pe- 
riod of years in visiting many of its 
hospital cases and other shut-ins. Regu- 
lar allowances are paid to a number of 
infirm men and women and families, a 
help which supplements small pensions 
or other inadequate income. 

The Society continues to make a 
monthly shipment of used clothing to 
industrial cities in England. It has 
many letters from British mayors and 
clergymen about this helpfulness in the 
case of poor families and elderly peo- 
ple without adequate income. For the 
past few years the Society has pro- 
vided Christmas parties for a large 
number of under-privileged children in 
English cities 

Upon receipt of the distressing news 
of a flood catastrophe in England the 
Society’s New York office became the 
center for the assembling and packing 
of clothing for people in the devastated 


areas. About three tons of useful ar- 
ticles, including many overcoats, sweat- 
ers, shoes, suits and children’s gar- 
ments were received and sent to the 
Mayor of Lincoln, England, and to the 
Women’s Voluntary Services in Lon- 
don. 


Martin Luther 


Martin Luther, who retired as an of- 
ficer of the North 3ritish & Mercantile 
at end of the year and was guest of 
honor at a luncheon given to him by 
United States Manager W. L. Nolen 
and other N. B. & M. executives, has 
gone into retirement proud of the posi- 
tion he reached in fire insurance with 
no other academic equipment at the 
start than grammar school and a six 
months’ attendance at high school. His 
career is characteristic of that of a 
number of other Brooklyn-reared men 
who began as office boys and have done 
well in a fire insurance career. 

As fire insurance companies have 
grown so large with many of them now 
“under one roof” with casualty compa- 
nies, the employment situation has con- 
siderably changed. Where in the early 
years of the century personnel was not 
large in an office and the number of 
individual insurance companies was con- 
siderably greater than at present, and 
salaries decidedly smaller, it was not 
unusual for these young fellows to 
change from one company to another 
the difference in stipend being a few 
dollars weekly. Mr. Luther, for instance, 
over a period of eight years worked for 
six different companies in six different 
locations. His first job was with the 
Brooklyn office of the Queen in 1904, 


the agent being Andrew J. Corsa and 
Luther’s weekly pay envelope contained 
$3 a week 

“I never was discharged and con- 
sidered each job a promotion,” Luther 
told the writer. “Among the jobs I had 
in the first few years were endorsement 
clerk, policy writer, map clerk, inspector, 
small loss adjuster, assistant counter- 
man. 

“I was asked in the Hartford Fire 
office to take a position as assistant 
cashier, but preferred to remain at the 
counter. However, the manager of the 
office, Mr. Esselstyn, told me that to 
be a good underwriter I should learn 
figures. So I did so. I left to take a 
job as cashier with the Great American. 
While there the New York Fire Insur- 
ance Exchange made a ruling that com- 
panies could only have one office in the 
zone. Joseph M. Donald was to arrange 
to take over the agency and form a 
corporation. He was to be president, 
George Kessler vice president and I was 
to be secretary-treasurer. But the cor- 
poration never got under way as it was 
taken over by Pendleton & Pendleton. 
I was shocked, considerably disturbed 
and gave my two weeks’ notice.” 

After all of that experience Luther’s 
salary was only $18 a week when he 
resigned. He started looking elsewhere. 
One of the men he knew on the street 
was an engineer of North British & 
Mercantile who suggested that he see 
J. F. Hastings, then assistant United 
States manager of North British & 
Mercantile. Hastings was impressed and 
on April 29, 1912, he gave Luther a job 
in the company’s statistical department. 
The future at head office of N. B. & M. 
looked all right, and so it proved. Sub- 
sequently, Luther became head statis- 
tician in charge of the statistical de- 
partment, following which were these 
promotions: assistant chief accountant, 
chief accountant, assistant cashier and 
paymaster, assistant secretary of the 
company in charge of personnel in the 
accounting department. During his years 
in the accounting department he served 


under four United States managers: 
E. G. Richards, Cecil F. Shallcross, 
George H. Duxbury and Mr. Nolen. 


ad he ive been happy in my employ- 
ment,” he said. “One reason is the fine 
human relationship I have encountered 
with the executive branch of the N. B. 
& M.” 

For six years Mr. 
urer of the Holy 
Church of Hollis, 
he resides. 


Luther was treas- 
Trinity Lutheran 
Long Island, where 


More on Brief Case Home Work 


Some comments I made on this page 
recently relative to the practice of taking 
brief cases home and reading their con- 
tents in the living room or the den of the 
executive instead of in the office drew 
some letters from insurance officers 
demonstrating the necessity and advis- 
ability of this practice. My views were 
written after I had read the remarks 
of an insurance doctor saying that the 
habit of continuing work in the home 
through such reading was responsible 
for the bad health of many executives. 
I want to quote from a letter I received 
from a top executive in the sales end 
of the insurance industry whose clients 
include some of the largest concerns 
in the business arena: 

“It is not possible to 
out of my mind after the dinner hour 
at which time I often bring out the 
brief case and go through the con- 
tents,” he said. “Certainly, I do not like 
evening work or similar concentration 
on Saturdays and Sundays, but if I 
didn’t follow such a procedure how can 
I keep up? It just isn’t possible to 
handle this situation completely in the 
daytime in these days of conferences, 
visits from out of town patrons, in-com- 
ing and out-going telephone messages, 
committee meetings in our organization 
and in the industry. Furthermore, there 
is intense pressure from on high de- 
manding new planning, thinking, letter 
writing and consideration: of ‘idea jobs’ 
where some one has gotten a happy 


shut business 
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D. J. COWIE 
thought or thinks he has, but which 
should require appraisal and finishing 


touches in an atmosphere of quiet. 
Certainly results cannot be effectively 
reached with the accompaniment of ‘just 
a minute’ telephone operators, inter- 
office telephone communications at all 
hours of the business day and persons 
on the ’phone seeking immediate deci- 
sions, conversations important and non- 
important of the ‘droppers-in’ who may 
well be other executives of our organiza- 


tion. And we can’t forget the members 
of my own staff who are on the other 
end of many conversations during the 
day. 


“Another thing. Where do we brief- 


casers get our speeches written? Where 
do some of our best creative thoughts 
originate? Not always from what we 
find in going through those bri ief cases. 


Sometimes, they are responsible for our 
insomnia. Would that doctor also want 
us to discipline ourselves so completely 


that we can’t do any bed- tossing pitched 
on imagination? I know the proper 
place for sleeping is in bed, but other 
forces than ourselves which we can’t 
resist take over control of us at the 
pillow and bed sheets. 

“As is the case of some other top 
executives I know in my field, I am 
in an atmosphere of ‘business by crisis’ 


and we must handle those crises as we 
move ahead at top speed. 
“Competition for the time of execu- 
tives is the worst I have ever seen. And, 
in order to meet that competition on all 


fours there is a lot of mus t reading to 
be done which has nothing to do with 
specific matters under current review. 
Where else can we read the books on 


economics, the Washington capsule com- 


mentators and analysts, the insurance, 
business and financial magazines, except 
during the hours when probably it 
would be better for our health if we 
were playing bridge? And yet I have 
seen some pretty high blood pressures 
grow out of a bridge game especially 
when playing with a captious partner 
“To conclude, I am taking home a 
pretty heavy brief case tonight and 
I hope to get through it although my 
wife says we have a dinner date with 
one of my finest and largest clients and 


his wife, and it is an engagement I am 
going to keep.” 


eo oe 


Famous Guests of C. V. Starr 
During Their Hong Kong Visits 


Adlai E. Stevenson, who 
President of the United States against 
General Eisenhower and who may run 
for the same office again, tells friends 
that one of the most enjoyable times 
he had during his trip to the Orient 
was the two weeks he spent in the 


33) 


ran for 


(Continued on Page 








January 29, 1954 














Name Fire Prevention 
Week Contest Winners 


PHILADELPHIA | “GRAND AWARD 


Also to Kentville, Nova Scotia, for Can- 
ada; Other Winners and Special 
Recognition Awards 


Philadelphia and Kentville, Nova 
Scotia, won the grand awards in the 
United States and Canada _ respectively 
for the best 1953 municipal Fire Preven- 
tion Week programs submitted in the 
international Fire Prevention Week 
Contest. 

The contest is sponsored by the Na- 
tional Fire Protection Association of 
Boston, a non- profit educational and 
engineering organization devoted to im- 
proving the protection of life and prop- 
erty from fire. Principal membership of 
the NFPA is from U. S. and Canadian 
business and fire departments through- 
out North America. 

Other Grand Awards 


In addition to the municipal grand 
award winners there were the following 
grand awards in the contest’s industrial 
and government’ divisions: Atomic 
Power Division of Westinghouse [lec- 
tric ~— Pittsburgh (industry) ; 
Hickam Air Force Base, Hawai (U. 
Air Force) ; Fort Lewis, Washington 
(U. S. Army); Naval Station Seattle, 
Washington (U. S. Navy). 

A total of 1,641 entries were received 
in the 1953 contest: 1,155 in the munici- 
pal division; 379 in the government di- 
vision ; and. 107 in the industrial divi- 
sion. Included in the total were entries 
trom Hawaii, Alaska, Puerto Kico and 
overseas military installations. 

The purpose of the contest is to 
stimulate public tire safety 
ness and encourage the general use ot 
Fire Prevention Week as a “spring- 
board” for year-round fire prevention 
programs everywhere. 

Members of the international board 
of judges for the 1953 Fire Prevention 
Week contest were: A. Leslie Ham, Do- 
minion Board of Insurance Underwrit- 
ers, Montreal, Quebec; Dale K. cae 
director, fire protection division, Il*ed- 
eration of Mutual Fire Insurance Com 
panies, Chicago; Kyle P. Laughlin, di 
rector, fire services division, Feder: il 
Civil Detense Administration, Washing- 
ton, D. C.; Barry Truscott, president, 
Camden lire Insurance’ Association, 
Camden, N. J., and secretary, National 
Board ot Fire Underwriters, New York; 
and Chief Henry Thomas, Hartford fire 
department and president of the Inter- 
national Association of Fire Chiefs. 


Special Recognition Awards 


CONSCIOUS 


Awards of special recognition went to 
the following: 

Montgomery County, Md. (Chas. H. 
Howe, Jr., Fire Marshal) for the out- 
standing county lire Prevention Week 
program. 

State of Connecticut (Edw. J. Hickey, 
State Fire Marshal) for the outstanding 
state volume submitted. 

Province of Alberta (A. E. Bridges, 
Fire Commissioner) for outstanding 
growth in province-wide fire prevention 
activities. 

Small Industries Program, Anderson, 
Ind. (Robert Bowlin, chairman, Small 
Industries fire prevention program) for 
its outstanding industrial community 
fire prevention program. 

Puerto Rico (Raul Gandara, chief, 
Insular Fire Service) for its outstanding 
fire prevention activities affecting the 
entire population of the island. 


Henolulu (Harry G. Albright, secre- 
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Elected a’ Director 





ot 


Fore Insurance 


Of the Niagara Fire 


O'BRIEN 


FRANK E. 


\t the annual meeting of stockholders 


the Niagara Fire of the America 
Group, Frank E. 


O’Brien was elected a member of the 


board. He is a vice 


president of all 


\merica Fore Companies. 
Born in Philadelphia and educated in 


the 
was associated with the 


schools of that city, Mr. O’Brien 
Jethlehem Steel 


and Dupont corporations prior to his 
entrance into insurance with the Trav- 
elers’ Philadelphia office as a member 


of 


its agency development staff. 


In 1930 he joined the Fidelity & Casu- 


alty 


Co. of the America Fore Group as 


assistant superintendent of agencies. He 
was elected a secretary of the company 


in 
In 


1934, and a vice president in 1944, 
1949 Mr. O’Brien was elected vice 


president of all companies of the Amer- 


ica 


t 


Fore Group. 


W. M. BRYNE 90 YEARS OLD 
William M. 
of the general insurance agency firm of 
Lawton-Byrne-Bruner Insurance Agency 
Company, 


Byrne, retired chairman 


St. Louis, celebrated his 90th 


birthday on January 18. 


Springfield Changes 
In Eastern Field 


STOREY GOES TO HEAD OFFICE 


Fitch Takes Charge in Boston; Clune 
Moved to Syracuse; Grote Special 
in N. Y. Suburban Field 


Four changes in the Eastern field 
force have been made by the Spring- 
field Fire and Marine and its affiliates. 
Special Agent Harold F. Storey has been 
transferred from the Boston office to 
the head office as superintendent of 
agencies under the supervision of Vice 
President Fred E. Steele. 

Special Agent C. Bryant Fitch has 
been transferred from Syracuse, N. Y., 
to take charge of the Boston office. 
Special Agent Robert B. Clune leaves 
the New York “eis field for Syra- 
cuse, and John H. Grote, Jr., has joined 
the Springfield a as special agent 
in suburban New York. 

Mr. Storey has eight years of field 
experience, four years of it with the 
Springfield. He was graduated from the 
University of Massachusetts in 1940 and 
attended ROTC courses at the Coast 
Guard Academy. He served four years 
as an officer in the Coast Guard, draw- 
ing ship duty in both the Atlantic and 
Pacific. 

Fitch, Clune and Grote 

Mr. Fitch joined the Springfield Group 
at the head office in 1940, and was 
appointed special agent at Syracuse in 
1947. He is a graduate of American 
International College in Springfield, 
Mass., and was a Naval officer during 
World War II. 

Mr. Clune joined the Springfield in 
1947 at the head office and was a mem- 
ber of the first insurance training class, 
graduated in 1951. He has been a spe- 
cial agent in New York since and is a 
lieutenant in the East Meadow (Long 
Island) Volunteer Fire Department. He 
attended the Massachusetts Nautical 
School and served four years as a 
deck officer for the merchant marine. 

Mr. Grote comes to the New York 
suburban field with two years experi- 
ence as a fieldman in Philadelphia. He 
is a graduate of Columbia University 
in 1948 and has taken courses offered 
by the Insurance Society of New York. 
He served three years in the Navy, in- 
cluding ship duty in the China- Burma- 
India theatre. 


Mays Assistant Secretary 


America Fore Companies 
Milton W. Mays, who recently re- 
signed from the Insurance Executives 
\ssociation to join the America Fore 
Insurance Group, last week was ap- 
pointed a secretary of all the companies. 
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ALBERT WILLCOX & CO., INC. 


Established 1916 
REINSURANCE BROKERS 


Facultative — Treaty — Excess of Loss 
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Honored as Commander: at 
Insurance Post Dinner 





HOWARD A. KOCHENDORFER 


Members of Insurance Post No. 1081 
of the American Legion turned out in 
large numbers to honor their comman- 
der, Howard A. Kochendorfer, at the 
annual commander’s dinner last week at 
the Hotel Martinique in New York 
City. One of the features was the pres- 
ence of the commander’s father, John 
Kochendorfer, also an attorney, who 
formerly served as a New York City 
magistrate under John Purroy Mitchell, 
one of the outstanding Mayors of the 
city during the last half century. Mr. 
Kochendorfer related anecdotes of his 
days on the bench. 

William I. Baxter, former commander 
of the post and eastern claims man ger 
for the Continental Casualty, was toast- 
master. He was in excellent form as a 
humorist and kept the party moving at 
a lively pace. Among associates of Mr. 
Kochendorfer at the Atlantic Companies 
who were on the dais were the follow- 
ing: 

Louis R. Burbach, vice 
Charles F. Cowley, casualty 
John Berenz and Charles 


president; 
secretary ; 
Lynch, as- 


sistant secretaries, and Edwin Lewis, 
fire manager. V ictor Konow, New York 
County commander of the American 


Legion, was also at the head table as 
were Joseph B. V. Temney, executive 
vice president of the Underwriters Trust 
Co.; Charles W. Nelson, assistant vice 
president of the same company, and 
Reverend William R. Wendt, chaplain 
of the post. 

Mr. Baxter presented Commander 
Kochendorfer with a handsome brief 
case as a gift of post members in _appre- 
ciation of the commander’s services to 
the American Legion. 


Connary Special for 
American in N. H. and Vt. 


The American of Newark announces 
transfer of Special Agent Joseph P. 
Connary from Connecticut to New 
Hampshire and Vermont, succeeding 
Special Agent R. A. Smith, who has 
resigned. 

Mr. Connary is a native of Portland, 
Me., and following his discharge from 
the Navy, in which he served during 
World War II, he attended the Univer- 
sity of Maine, graduating in 1950. He 
joined the American during the same 
year, being assigned to the advanced 
multiple line training class. Following 
completion of the required course of 
study, he received actual experience in 
the underwriting and service depart- 
ments. He was assigned as a_ special 
agent in Connecticut in 1951. 

Headquarters for New Hampshire and 
Vermont are at 112 Middle Street, Man- 
chester, N. H. 
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NAIC Hears Arguments on Lloyd’s 


Exclusion From Reinsurance Rules 


Companies Say Lloyd’s Should Be in Same Position as Other 
Alien Reinsurers with Respect to Credit for Reinsurance 


by Ceding Carriers; Brokers W ould Continue Exclusion 


While a subcommittee of the Na- 
tional Association of Insurance Com- 
missioners planned to give several days 
for spokesmen, on the question of the 
merit of the present exclusion of Lon- 
don Lloyd’s from rules applicable to all 
with respect to 
to present their 
New York City, 
the close of 


unadmitted reinsurers 
credit for reinsurance, 
views at a hearing in 
all testimony was in at 
the first day. 

On Monday afternoon Artemas C. 
Leslie, Pennsylvania Commissioner and 
chairman of the subcommittee, stated 
that as all interested parties had been 
heard the would study the 
testimony the NAIC at 
June. Serving 
with were Com- 
missioners George A. Bisson, Rhode Is- 
land, and Paul A. Hammel, Nevada. The 
held in the large board 
New York Board of Fire 


committee 
and report to 
meeting in 
Leslie 


its annual 
Commissioner 


hearing was 
room of the 
Underwriters. 

Spokesman for 
pany organizations 
extending the present exclusion for 
London Lloyd’s beyond the close of 
1954, the date on which it is slated to 
expire. A few insurance brokers con- 
tended that the need for Lloyd’s rein- 
surance is still extensive and hence un- 
derwriters there should continue to be 
excluded from NAIC requirements. No 
direct representatives of London Lloyd’s 
attended the one-day hearing. 


and com- 
generally opposed 


companies 


Features of Opening Session 


At the opening session Monday, 
Commisioner Leslie, chairman, ex- 
plained to the packed room that the 
Commissioners’ subcommittee to study 
reinsurance wanted to hear the views 
of all parties on the two phases of the 
subject, the merits of the present exclu- 
sion of Lloyd’s from the rule applicable 


to all other alien reinsurers with re- 
spect to credit for reinsurance and 
upon what conditions an alien insurer 


shall be considered subject to sufficient 
financial and regulatory requirements 
so that an admitted or domestic ceding 
insurer may be given credit in its finan- 
cial statement for sessions to such alien 
reinsurers. Commissioner Leslie first 
invited those to speak who were in 
favor of the present exclusion. of 
Lloyd’s from the NAIC requirements 
as defined in the Commissioners’ sub- 
committee report of November 21, 1951. 

John F. Sullivan, vice president of 
Frank Byrne Inc., Seattle, opened by 
referring to the ground covered in the 
long report by William Bruce, a deputy 
of the California Insurance Depart- 


ment. He read into the record the 
conclusion of that report which said: 
“In view of the financial stability of 


each underwriter at Lloyd’s, the strict 
ie oto of the Corporation at 
Lloyd’s, the regulation by the British 
Board of Trade, the world-wide spread 
of risks, and the past honorable repu- 
tation of underwriters at Lloyd’s for 
meeting their obligations, it is believed 
that there is adequate protection, finan- 
cial or regulatory, for all American 
insurance or reinsurance placed at 
Lloyd’s. It is, therefore, recommended 
that full credit for deduction against 
liabilities in financial statements of ced- 
ing insurers be given for reinsurance 
ceded to underwriters at Lloyd’s to 
the same extent as the credit given for 
deductions against liabilities in financial 
statements of ceding i insurers at Decem- 
ber 31, 1951 and prior year for re- 





insurance placed with underwriters at 
Lloyd’s,” with certain compliance pro- 
visions. 

Commissioner Bisson broke in with 
some emphasis saying he wanted the 
record to show that Rhode Island “will 
not be bound by the findings of any 
technicians’ committee,” Mr. Sullivan 
having also cited the technicians’ re- 
port. Mr. Sullivan asked that full credit 
be given for Lloyd’s reinsurance. 

Henry Booth of Philadelphia, rein- 
surance broker, made the point that 
the reinsurance market is exceedingly 
limited, with not more than 40% of the 
reinsurance of his office being placable 
and he knew of brokers who could 
place no more than 30% of the busi- 
ness. He believed that Lloyd’s is 
absolutely necessary to the market and 
that the whole matter should be settled 
state by state acording to the situaion 
there. 

Commissioner Bisson 
know how much insurance 
by American companies to Lloyd’s. 

Mr. Booth thought that for stock 
companies and large mutuals the total 
would be about $90 million. In answer 
to another question he said Lloyd’s 
deposit here with the trustee was be- 
tween $270 and $280 million. Commis- 
sioner Bisson wanted to know if that 
would be sufficient in the case of an- 
other catastrophe like the San Francisco 
earthquake. Mr. Booth declined to be 
pinned down on that, falling back on 
his statement that Lloyd’s is vital to 
the reinsurance market. Answering 
another question he said American com- 
panies couldn’t handle American re- 
insurance business, they didn’t have 
the world-wide spread. 

Charles F. J. Harrington, 
vice president of National 
of Casualty & Surety Agents, former 
Massachusetts Commissioner, said the 
members of his organization were inter- 
ested only in serving the public, they 
were neither anti-Lloyd’s nor _ pro- 
American companies, but they did know 
that there have been times when the 
facilities for reinsurance were very 
scant. Referring to the Bruce report 
he said: “Any question of the integrity 
of Lloyd’s, its ability to meet its obli- 
gations is academic. We believe the 
matter can be resolved by adhering to 
the subcommittee’s report.” 


wanted to 
was ceded 


executive 
Association 


Munro Opposes Privileges to Lloyd's 


J. A. Munro, president of the Pruden- 
tial of Great Britain Located in New 
York, wholly owned subsidiary of the 
Prudential of London, said that if an 
exception were granted to London 
Lloyd’s and other alien non-admitted 
reinsurers the market here would be 
greatly upset. Mr. Munro said it might 
be advantageous for the Prudential and 
other such companies to liquidate and 
operate as non-admitted insurers, which 
would be detrimental to the American 
public and which step any insurance 
organization would be reluctant even 
to consider. 

Mr. Munro stated he believes state 
supervision and control over reinsur- 
ance companies is desirable and that 
Lloyd’s and other non-admitted foreign 
reinsurers should not receive special 
privileges or any particular advantage 
over all other insurance and reinsurance 
companies domiciled in America. 


Berry on National Board Portion 


J. Raymond Berry, general counsel of 
the National Board of Fire Underwrit- 
ers, believes that there should be no 
change in the decision of the NAIC in 
1952 to permit domestic fire and casu- 
alty companies to take credit in their 





annual statements for reinsurance placed 
with alien reinsurers, providing the ced 


ing carrier can withhold certain funds 
in its control from the reinsurers. Mr 
Berry’s statement follows: 

“The primary responsibility of those 


regulating insurance is the protection of 
the policyholder, and in doing this seeks 


the solvency of the insurers. In dis- 
charging this responsibility, NAIC has 
developed certain procedures for the 


reporting annually of operations of each 
insurer via the annual statement blank 
and for periodic examinations. These 
steps have now become a fundamental 
principle in the regulation of insurance 
in the United States. 

“How to carry through this principle 
with reference to reinsurance has been 


considered by a subcommittee of the 
NAIC for the past several years. On 
November 21, 1951, that subcommittee 


reached certain conclusions which were 
embodied in its report to its parent 
committee, i.e., the executive committee. 
The executive committee approved that 
report and so reported to the conven- 
tion, which in turn approved the ex- 
ecutive committee’s report. 

1952 Decision 


“The part of the report pertinent to 
the work of your subcommittee today, 
wtih a minor amendment approved June 
25, 1952, reads as follows: 

“*5. Credit in financial statements on 
account of reinsurance ceded to an 
alien reinsurer shall be allowed only to 
the extent of the amount of deposits by 
and funds withheld from such alien re- 
insurers pursuant to express provision 
therefor in the reinsurance contract or 
in a supplemental written agreement 
as security for payment of the obliga- 
tions thereunder if such deposits or 
funds are held subiect to withdrawal 
by, and under the control of the ceding 
insurer or are placed in trust for such 
purposes in a bank which is a member 
of the Federal Reserve System if with- 
drawals from such trust cannot be made 


without the consent of the ceding in 
surer. As used herein, “alien rein- 
surers” does not include the United 


States branch of an alien insurer which 
is subject to laws requiring it to main- 
tain on deposit in the United States 
trusteed assets as security for its obliga 
tions in the United States. 

“The National Board of Fire Under- 
writers believes the above recommenda- 


tion to be sound and accordingly urges 
that the action of the NAIC in approv- 
ing this recommendation be not dis- 


turbed.” 


North American Position 
John A. Diemand, prs vice president 
of the North America Companies, agreed 


with those who oppose further exten- 
sion of exemption for Lloyd’s. In a 
statement to the NAIC committee he 


said in part: 

“It should not be necessary to point 
out that no Insurance Department may 
legally or morally grant credit for re- 
insurance ceded when the reinsurer is 
not subject to suit by policyholders to 


the same extent that the ceding com- 
pany is; does not have funds upon 
which judgment can be executed 


promptly and in the jurisdiction wherein 
the policyholder resides; and, is not 
verified by convention examination to 
have a status of solvency at least equal 
to that required by the jurisdiction 
where the policyholder resides. 

“It is our firm conviction that the 
reinsurance subcommittee should hold 
to its existing decision that reinsurance 


placed with Lloyd’s should be treated 
as any other alien reinsurance. As we 
have stated, we believe that an Insur- 


ance Department has failed its statutory 
duties if it permits credit for reinsur- 
ance from any source whatever unless 
that Insurance Department has com- 
plete and positive knowledge of the fi- 
nancial condition of such reinsurer and 
also is completely satisfied as to the 
reinsurer’s amenability to suit and the 
attachability of its funds. This requires 
that the Insurance Department have 
complete knowledge of the total income, 
outgo, assets and fiscal procedures of 
the reinsurer, together with all the 








Ives Superintendent in 
Aetna Southern Dept. 


Promotion of Arthur M. Ives to su- 
perintendent in the southern depart 
ment of the Aetna Insurance Group is 
announced by President Clinton L. Al- 
len. 

Mr. Ives joined the Aetna in 1924 
a clerk in the brokerage department, 
advanced to assistant examiner in the 
New Jersey department and in 1928 was 
made examiner in the southern depart- 
ment. In 1947 he was promoted to the 
position of agency supervisor. 

Born and educated in Paterson, N. }., 
Mr. Ives worked for the New York 
Central Railroad in New York and then 
spent two years as owner Of a construc 
tion business before going to the Aetna 


GAB MOVES NEWARK OFFICE 


The General Adjustment Bureau has 
moved its Newark, N. J., branch office 
to new quarters in the Military Park 
Building, 60 Park Place. This office is 
under the management of Owen J. 
Jones. 
other varied and necessary information 


which is evoked by the detailed periodic 
convention examinations with which you 
are familiar. 


Suggested Questionnaire 


that the commit 
consideration of 
for reinsurance 
until furnished by 
Lloyd’s with sworn 
the following in- 


“We urge, therefore, 
tee refuse any further 
an exempted = status 
placed with Lloyd’s 
representatives of 
statements disclosing 
formation : 
“1. What 
reinsurance is 
at Lloyd’s? 
“2. What 
insurance is 
Lloyd’s ? 


“Sg. OF 


kind of 


‘name 


what 
each 


amount and 
written by 


kind of 


‘name’ at 


what 
each 


amount and 
written by 


the foregoing, how much in 
each case originates in each of the 
states of the United States of Amer- 
ica? Since the individual states at pres- 
ent supervise the insurance industry, it 
is fitting that each department know 
what is being done in its own jurisdic 
tion. 

“4. Of the insurance originating in 
the U. S. A., what proportion is written 
on approved forms and at filed rates? 

“5. Of the insurance originating in 
the U. S. A., what proportion is written 
on forms and at rates that neither 
filed nor approved by any insurance de 
partment ? 

“Oo. In their insurance operations in 
the United States, what steps have been 


are 


taken by Lloyd’s to comply with the 
various rating laws—which, we = are 
sometimes told, are necessary for the 
maintenance of solvency? 

Reserves by Each “Name” at Lloyd's 


7. What reserves are carried by each 
‘name’ at Lloyd’s and on what basis are 
they computed ? 
“8. How much each ‘name’ hold 
in the ‘American Trust Fund’? Lloyd’s 
is not a corporate entity but rather a 
group of individuals acting severally. 
It is rare that any two insurances or re- 
insurances will have exactly the same 
‘names’ (underwriters) to secure them. 
So far as we know, it is quite possible 
for a reinsurance contract to be issued 
by a group of ‘names’ having not one 
penny in the ‘American Trust Fund.’ 
“9. How much are the total assets of 
each ‘name’ at Lloyd’s, how are they 
constituted, and what proportion is in 
blocked currencies? Assets held in 
blocked currencies are of little value in 
paying losses to policyholders in the 
United States. It is also important to 


does 


know of what these assets consist. 
“10. On business written by Lloyd’s 
in the United States, what taxes, state 


and Federal, are paid? 
“11. What steps have Lloyd’s taken to 
(Continued on Page 29) 
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1953 with losses, expenses and taxes in- 
curred (other than Federal Income) 
and providing legal reserves for in- 
creased unearned premium _ liability, 
there remains a statutory underwriting 
profit of $1,978,147 for 1953 as compared 
with $4,700,635 for 1952. 

“Our losses incurred, including loss 
adjustment expenses, to premiums writ- 
ten were 48.76%; to premiums earned 
52.34% Comparative figures for the 
year 1952 were 48.84% and 50.24 %, re- 
spectively. 

Expense Ratios 

“The percentage ratio of total ex- 
penses including taxes (other than Fed- 
eral income) incurred during 1953 was 
41.59% to premiums written; 44.65% to 
premiums earned. Comparative figures 
for the year 1952 were 41.27% and 
42.45%, respectively. The percentage 
ratio of total expenses, not including 
taxes, incurred during 1953 was 38.59% 
of premiums written. This was com- 
prised of 24.28% chargeable to agents’ 
and brokers’ commissions and 14.31% 
chargeable to all of the other .expenses 
of underwriting operations such as ad- 
ministration, salaries, rents, field su- 
pervision, inspection, advertising, print- 
ing, postage, telephone and telegraph. 
Comparative figures for the year 1952 
were 24.43% and 13.99%, respectively. 

“Federal, state and local taxes aggre- 
gating $4,285,813, and amounting to 
$1.71 per share, were incurred during 
1953. This compared with $2.41 per 
share incurred during 1952. 

“During the year there were declared 
and paid $2.60 of regular dividends and 
a year-end dividend of 35 cents, totaling 
$2.95 per share on the outstanding capi- 
tal stock. Dollarwise, there was de- 
clared an aggregate of $7,374,997 of cash 
dividends during 1953 as compared with 
an aggregate of $6,999,993 of cash divi- 
dends declared during 1952. 

“At the year end surplus was $170,- 
237,396. Income from invested assets 
during the year was $9,120,441, an in- 
crease of $324,818 over investment in- 
come for the year 1952. 

Underwriting Results 

“Reviewing the over-all underwriting 
results of the Continental and affiliated 
companies, the year 1953 again illus- 
trated the inherent characteristics of 
our business, especially its unpredicta- 
bility. 

Fire losses generally continued to 
climb during the year. Rate levels for 
fire insurance continued their down- 
ward trend but at slackened pace. The 
largest dollar loss involving a _ single 
structure in the history of the fire in- 
surance business occurred during 1953 
resulting in probable payment by prop- 
erty insurance companies of $30,500,000. 
The America Fore Group’s share was 
$1,220,000, of which $585,000 was borne 
by the Continental. The lessons learned 
from this disastrous fire reminded own- 
ers of property and insurance compa- 
nies that modern concentrations of huge 
values can and do burn. 

“The adverse and costly experience of 
insurance companies during 1953 under 
the hurricane and windstorm coverages 
was pointed up by catastrophes such as 
those which occurred in Worcester, 
Mass.; Wichita, Kan.; Waco Texas; 
Port Huron, Mich.; Hebron, Neb.; De- 
troit, and Vicksburg, Miss. These em- 
phasized once again that no part of the 
country is immune from the rampages 
of nature. These occurrences cost the 
America Fore Companies more than 
$6,000,000 during the year, of which $3,- 
000,000 was borne by the Continental. 
Quite aside from the devastation of 
property, shocking loss of life too often 
is the result of such occurrences 

Insurance rates for these coverages 
not only held firm during 1953 but in 
many jurisdictions were increased, with 
the approval of regulatory authorities, 
so as more closely to reflect the experi- 
ence of recent years. 

“Ocean marine 
showed no_ appreciable 


insurance — results 
improvement 
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cent years remain unsolved. The terri- 
ble toll of death and injury on our high- 
ways can only be reduced by recourse 
to and strict application of all practical 
means of accident prevention. Above 
all, is necessary an increased safety con- 
sciousness and determination on the part 
of the public and public officials, and 
all others concerned, to do something 
about this tragic problem. Even though 
the traffic problem is not solely an in- 
surance problem, we continue to cooper- 
ate in and support many worthwhile 
efforts of private business and of gov- 
ernment designed to remedy this situa- 
tion.” 


Fidelity-Phenix Figures 


“Net premiums upon business written 
during 1953 were $55,537,648 as compared 
with $52,614,630 net premiums upon 
business written during 1952. After 
charging net premiums written during 
1953 with losses, expenses and taxes in- 
curred (other than Federal income) 
and providing legal reserves for. in- 
creased unearned premium liability, 
there remains a statutory underwriting 
profit of $2,217,482 for the year 1953 as 
compared with $4,933,004 for the year 
1952. 

“Cur losses incurred, including loss 
adjustment expenses, to premiums writ- 
ten were 49.22%; to premiums earned 
52.09%. Comparative figures for the year 





FRANK A. CHRISTENSEN 


during the year. Serious maritime dis- 1952 were 49.73% and 49.92%, respec- 
asters continued to be costly to insurers.  tive'y. 
Consequently, the profit margin on “The percentage ratio of total ex- 


ocean marine business narrowed during  penses including taxes (other than Fed- 
1953 to the vanishing point. eral income) incurred during 1953 was 
41.28% to premiums written; 43.09% to 
premiums earned. Comparative figures 
casualty and surety opera- for the year 1952 were 40.52% and 
fi 40.68%, respectively. The percentage ratio 


Casualty Improvement 
“Fidelity, 
tions through Continental’s affiliate, the 
Fidelitiy and Casualty of New York, of total expenses, not including taxes, 
for 1953, continued to show improve- jncurred during 1953 was 38.22% of 
ment. There was realized a statutory premiums written. This was comprised 
underwriting profit af $854,499 for the of 24.68% chargeable to agents’ and 
year 1953 as compared with a statutory brokers’ commissions and 13.54% charge- 
underwriting loss of $2,181,002 for the able to all of the other expenses of 
year 1952. While all classes of insur-  underwritng operations such as admin- 
ance written by the Fidelity and Casu- istration, salaries, rents, field supervi- 
alty Co. showed improvement during sion, inspection, advertising, printing 
1953, few of the classes yielded a reason- postage, telephone and telegraph. Com- 
able underwriting profit. parative figures for the year 1952 were 
“Underwriting results on the automo- 24.85% and 13.09%, respectively.” 
bile bodily injury writings continued to The Fidelity & Casualty reported net 
be unfavorable. Unfortunately, certain premiums written of $124,277,601 last 
basic problems which have been largely year, with an increase in unearned pre- 
responsible for such results during re-  mium reserve of $8,184,874. With losses 








ENTHUSIASM 


is contagious. Our roster of agents 
contains numerous names of those 
introduced to our services by agents 
who have represented us for years. 
Word-of-mouth recommendation is 
one of our most valued assets. 
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incurred of $72,912,607 and expenses in- 
curred of $42,325,603 there was an un- 
derwriting profit of $854,499. 


Three Managers Retire 


From Swiss Reinsurance 


The Swiss Reinsurance Co. at its home 
office in Zurich, Switzerland, announces 
retirement at end of 1953 of Managers 
V. Castelberg, H. Grossman and C. 
Weidenmann. Hurlimann states that 
these three men have “rendered out- 
standing services to our company and 
we should like to express to them at 
this time our grateful appreciation.” 


Seek 5-Year Depreciation 
In N. J. for TV Antennae 


The Central Jersey Claim Association, 
at its regular meeting decided to solicit 
support of the agents in putting on a 
drive to get depreciation on TV an- 
tennae on the basis of five years. They 
also agreed that permits be required be- 
fore One may install an antennae on a 
roof. 

Officers are Harold A. Walsh, Travel- 
ers, president; Calrance L. Lord, NS I. 
Manufacturers, vice president; Walter 
B. Savage, Standard Fire of N. J., secre- 
tary and Douglas D. Dalrymple, Selected 
Risks, treasurer. 

All claim men in the Trenton, N. J., 
area are invited to the meetings held 
the second Thursday of each month. 


Western Fire & Indemnity 
Directors Are Announced 


Membership of the board of directors 
of Western Fire and Indemnity Com- 
pany, West Texas’ new multiple-line in- 
surance organization, is announced by 
Murrell R. Tripp of Lubbock, president 
of the $400,000 corporation. 

The board, comprised entirely of 
Lubbock men, includes Robert E. Maxey 
as chairm: in; Mr. Tripp; H. J. Brewing- 
ton, vice president of the company; 
Ralph T. Caldwell, secretary and claims 
manager; John A. Hughes, treasurer; 
Roy Furr, J. D. Leftwich, Spencer A. 
Wells, and L. A. Purtell. 

Mr. Tripp, Mayor of Lubbock, told his 
insurance claims service, the Murrell R. 
Tripp Company, late last year to organ- 
ize Western Fire & Indemnity and as 
president will actively head the new 
stock company—the first to be estab- 
lished in West Texas west of Fort 
Worth. 


Pacific Fire Underwriters 
Meet in San Francisco 


E. Erickson, president of the Fire 
Pete riters Association of the Pacific, 
has announced that the association’s 78th 
annual meeting will be held March 3 and 
4 at the Palace Hotel in San Francisco. 
Leading educators and top flight execu- 
tives from many industries will speak. 


Savage Seeks Aid in 


Planning School Program 


Walter B. Savage, special agent and 
adjuster of the Standard Fire of N. J. in 
Trenton, is planning a fire preventive 
program to be given at the schools and 
would appreciate hearing from any agent 
or company man in New Jersey in- 
terested in taking part in this program. 
He would also like to hear from anyone 
who has any materials or suggestion to 
offer. 

Mr. Savage as a member of the Tren- 
ton Clown Club is interested in a clown 
act like “Stupid Carelessness” or a regu- 
lar program. 
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Elected President of 
Loss Executives Assn. 


Pach Bros. 
EDWIN H. ELY 


Edwin H. Ely was elected president 
of the Loss Executives Association at 
its meeting on January 21. Mr. Ely, who 
is assistant vice president of the Home 
Insurance Company, succeeds F. F. 
White. 

Officers elected to serve with Mr. Ely 
for this year are: vice president, Grant 
Bulkley, vice president, Springfield Fire 
& Marine; secretary, F. W. Gambichler, 
fire loss superintendent, Norwich Union 
Fire; assistant secretary, Charles T. 
Spackman, assistant secretary of Fire 
Association of Philadelphia; treasurer, 
Richard H. Greene, assistant secretary, 
Northern Insurance Co. of New York. 
F. F. White, T. W. Booth and G. 
Everett Geerken were elected to the ex- 
ecutive committee. 


Weinberger Continues 


As Director of Buffalo 


William Degan Weinberger, head of 
the Alpha Agency, Inc., insurance under- 
writing firm located at 99 John Street, 
New York City, has been reelected to 
the board of directors of the Buffalo 
Insurance Co. Mr. Weinberger first 
joined the upstate New York insurance 
company’s board in June, 1950. His 
agency has been the New York City 


representative of the company since 
1936. 
The Buffalo Insurance Co. was or- 


ganized in 1867 and presently operates 
in 36 states, District of Columbia and 


Canada. Its board includes prominent 
financial and insurance leaders. The 
agency which Mr. Weinberger heads 


has represented the Insurance Co. of 
North America for many years. 


Stevens Commends Portland 


Fire Prevention Program 

Jay W. Stevens is proud of the fire 
prevention program in Portland, Ore., 
the city he served as fire chief before 
World War I. On a visit from San Fran- 
cisco where he is assistant manager of 
the National Board of Fire Underwrit- 
ers, Mr. Stevens stated. 

“We are using Portland as an ex- 
ample. It has done what I consider the 
outstanding job of all time in fire pre- 
vention, especially in house-to-house in- 
spection.” 

The man for whom the city’s first aid 
car was named went to Portland in be- 
half of the underwriters’ board to check 
the organizational setup of the Portland 
fire department. The matter is currently 
being investigated by the civil service 
board with an eye to possible changes. 





New York Women to Hear 
Dr. Sockman on February 1 


The Insurance Women of New York 


will hold their regular monthly meeting, 
followed by dinner, at the Fifth Avenue 
Hotel, Fifth Avenue and Ninth Street, 
New York, at 5:30 p.m. Monday, Febru- 
ary 1. 

Guest of honor and speaker at the 
dinner will be Dr. Ralph W. Sockman, 
pastor of Christ Church Methodist, 
Park Avenue, New York, and well- 
known orator and writer. Dr. Sockman 
is known the world over through his 


Regional Meeting of 
Women at Portland, Ore. 


The ninth regional convention of the 
National Association of Insurance Wom- 
en, Region VIII, will be held at the 
Multnomah Hotel, Portland, Ore., Feb- 
ruary 26-28. The Insurance Women’s 
Association of Portland extends a cor- 
dial invitation through Mary Magette, 


talks to various groups, his radio work 
and his writings. He has conducted the 
National Radio Pulpit over NBC since 
1928. 





convention chairman, and its president, 
Merylen Cohn, to all member clubs to 
attend and enjoy a pleasant weekend 
“Singin’ in the Rain.” 

One of the highlights of the conven- 
tion will be the “Portland Puddle 
Party” Friday night, February 26. At 
the luncheon on Saturday, Ronnie 
Severson and a male quartet will en- 
tertain. A get-together will precede the 
banquet on Saturday night, and the 
Portland Symphonic Choir is scheduled 
to appear at the dinner. 

Business meetings will be under the 
leadership of Madge Drummond of Oak- 
land, Cal. 





America Fore’s 1954 national advertising 


will reach a reader audience each month of more than 
75 million people through the following magazines: 


xx SATURDAY EVENING POST * LIFE *& TIME * NATIONAL GEOGRAPHIC 
xx NEWSWEEK % FORTUNE *% COUNTRY GENTLEMAN %& SUCCESSFUL FARMING 
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Miller New Chairman 
Of Multiple Location 


1952 FIRE LOSS RATIO = 33.9% 
Compares with 44.2% for 23-Year Pe- 
riod; Patton and McCarl Present 
Reports for Past Year 
Location Service Office 
annual meeting January 
20, at the Hotel Biltmore, New York 
City. The membership elected new 
members to the governing committee as 
follows: 
E. H 
tion of 
vice president, 


The Multiple 
held its 25th 


Brooks, secretary, Fire Associa- 
Philadelphia; W. P. D. Bush, 


American Insurance Co.; 





Fabian Bachrach 
MILLER 


HARRY W. 


Cc a. Mg vice president, Great Amer 
ican ; W. Coward, resident vice presi- 
dent, Se Paul Fire & Marine; M. T. 
Wilson, vice president, Travelers Fire. 

The following officers were elected: 


H. W. Miller, chairman of governing 
committee; John Rygel, vice chairman ; 
C. M. Close, treasurer. Mr. Miller is 
general attorney of the Commercial 


Union Group and Mr. Rygel, vice presi 


dent of the Hanover Fire. 

W. L. Nolen, chairman of the mem- 
bership committee, reported that as of 
January 20, the organization consisted 
of 129 companies (54 groups) as mem 
bers and nine companies (seven groups) 
as subscribers, making a combined total 
of 138 companies (61 groups). 


McCarl on Rating Plan 


Manager T. D. McCarl reported on 
use of the rating plan and experience 
for 1952 and for the 23 years from 1930- 
1952, which included the predecessor or- 
ganization, the Interstate 
Board, in part as follows: 

“The multiple location rating plan 
(July, 1953 edition) approved by the 
membership has now been approved for 
use in 47 jurisdictions (44 states and 


Underwrite 


three territories). Only in Alabama, 
Texas, Washington and Wisconsin is 
this plan not approved. 

“We are advised that the Attorney 


General of Alabama has not as yet re 
plied to requests filed in February, 1952, 
by the South-Eastern Underwriters As- 
sociation, National Bureau of Casualty 
Underwriters and National Council on 
Compensation Insurance for withdrawal 
or modification of his ruling which pre- 
cludes the use of rates calculated by 


Leon B. Humphrey Dies 

Leon B. Humphrey, 45, agency supe 
intendent of the London & Lancashire 
Group of fire companies and supervisor 
of the mobile department, died on Janu- 
ary 7 at Hartford Hospital after a brief 
illness. 


property in 


consideration 
There appears to be no 
hope of approval of the rating plan un- 


taking into 
other states. 


til either the ruling is modified or the 
law changed. 

“In Texas, the Texas Insurance Ad- 
visory Association has filed this plan 
with the Commission but they have not 
acted on it. The Commissioner of Wis- 
consin disapproved this plan and the Fire 
Insurance Rating Bureau has asked for 
a hearing as provided by law. It is 


expected the hearing will be held 
shortly. : 
“The manager of the Washington 


Surveying and Rating Bureau has ad- 
vised that his counsel has given his 
opinion that this rating plan does not 
comply with their rating laws. At this 
time we have not learned the particu- 
lars of his opinion and are pursuing 
the matter further. 

“Experience figures for fire only for 
the calendar year 1952 together with 
a summary of experience for 23 years, 
for Multiple Location, Form “A” and 
other business follow. These figures 
are compiled from the experience re- 
ports filed by all companies—stock and 
mutual—licensed to do business in New 
York State, through the Mutual Insur- 
ance Advisory Association, the Multiple 
Location Service Office and the National 
Insurance Service Organization, as re- 
ported to the New York Insurance De- 
partment. 





EARL D. PATTON 


had previously followed a_ different 
course in the rating of this business. 
While we, as individual companies, may 
have been satisfied under the previous 
plan, producers and insureds were not. 





EXPERIENCE STATEMENT—FIRE ONLY 


For the Year 1952 
TMMRIT IOS. PU eee ct Ors wee ee eee 


MIDLER cic ba cick Oka cmos wes ok eee 
Form “A” 


All other Floater, Reporting Value 
and/or Multiple Location Writings 
(except Bldgs.) 


Grand>- Rotals) oii esac $ 


For 23 Years 1930-1952 Incl. 
Monit, Dio; VEocetece ss ec ea eee 





Premiums Written 
PaO Be ec oad Soret bw eow ene $ 28,214,290* $ 


Premiums Written 
$219,187 ,350* 


Losses Paid Loss Ratio 





7,542,522 26.7%* 

3/827 805+ 996,257 25,2%* 
32,042,005" «8,538,779 26.6% 
39,276,863 15,780,199 40.2% 
3,361,008 977,030 29.1% 

74,679,906" $ 25,296,008 -33.99%* 


Loss Ratio 


45.3%* 


Losses Paid 
$ 99,228,072 








Horm: No. Bice ee beeen os ot ee 41,628,647° 19,891,623 47. 8%* 
Subtotals <<..500+ 20 eee see os eee $260,815,997* $119,119,695 45.7%* 
Misti es) ocak shud es eee eee 245,908,797 103,021,913 41.9% 
All other Floater, Reporting Value 
and/or Multiple Location Writings 
Coiba WES. ck, vane. deencrce 99,377,080 46,395,353 46.7% 
Gein Tibi osc voce cns Vege $608,857,333* $269,236, 194 44.2%* 


*Term premiums Forms No. 


Volume of Work in 1953 

The volume of work processed by our 
office during the calendar year 1953 is 
indicated by the following: 

“Forms 1, 2, 4 and 5: Applications re- 
ceived for promulgation of average 
rates, 2,839; transcripts of daily reports 
sent to bureaus, 4,447; transcripts of 
endorsements sent to bureaus, 22,400. 

“Form No. 1: Value reports trans- 
cribed, 21,453. 

“Interstate Form “A”: Transcripts of 
daily reports sent to bureaus, 3,036; 
transcripts of endorsements sent to bu- 
reaus, 12,904. 

“As of December 31, 1953, member and 
subscriber companies had sent to this 
office daily reports indicating 2,024 ac- 
counts written with Forms No. 1, No. 2, 
No. 4 or No. 5, and 2,230 interstate Form 
“A” accounts, a total of 4,254 accounts. 

“General work in the office has im- 
proved materially during the year and 
procedures under the new Rating Plan 
have facilitated greatly the promptness 
with which rates are made available to 
companies.” 

Patton Commands Rating Plan 

Earl D. Patton, United States mana- 
ger of the Northern Assurance and re- 
tiring chairman of the governing com- 
mittee, commended the improved proce- 
dures which are a part of the new rat- 
ing plan. In presenting his report he 
said in part: 

“T am sure that we all can be grati- 
fied that we now have a rating plan for 
multiple location business which has 
been accepted by those companies which 


and No. 5 included during 1951 and 1952. 


Our present plan eliminates the con- 
fusion of plans previously prevailing and 
affords an orderly medium for rating 
this business. . 

“For the first time in several years 
we have a multiple location rating plan 
which appears satisfactorily to meet the 
needs of companies, producers and the 
insuring public. Certainly any indicated 
improvements in the plan can follow in 
a normal course. 

“While we now have a workable plan 
for rating this business the unsettled 
conditions which have prevailed for 
several years have undoubtedly con- 
tributed to methods of rating and writ- 
ing multiple location accounts which in 
many respects are similar to conditions 
which prevailed before the formation of 
this organization. 

“As we look back now it seems the 
problems in 1927 were less complicated 
than today. Some of the flexibility in 
rating and writing multiple location 
business which formerly obtained is not 
possible now under rate regulatory 
laws. That may be all to the good for 
under those laws we have now estab- 
lished in nearly every jurisdiction that 
multiple location business constitutes a 
separate rating class. 

“Today we have combinations of perils 
and kinds of insurance, some regulated 
by rating laws and some not. It is 
hoped that studies already started by 
our committees will soon develop some 
conclusions on the rating and writing 
of multiple location business with other 
kinds of insurance.” 


N. Y. FIRE LAWS COMMISSION 


Meeting Devoted to Problems Relating 
to Benefits Payable When Volunteer 
Firemen Are Injured 

The Temporary State Commission on 
Fire Laws, of which Senator S. Went- 
worth Horton of Suffolk County is 
chairman, held its third meeting in 
Albany on January 7. The Commission 
devoted the meeting primarily to prob- 
lems relating to benefits payable when 
volunteer firemen are killed or injured 
in line of duty. 

Commission members present were 
Senator Horton; Assemblyman Charles 
A. Cusick, vice chairman, of Weedsport; 
Assemblyman I)-Cady Herrick II, secre 
tary, of Albany; Senator John G. Mac 
donald of Staten Island; Assemblyman 
Jacob E. Hollinger of Middleport; Mary 
H. Donlon, chairman of the Workmen’s 
Compensation Board; Thomas W. Ryan, 
Director of the State Division of Safety; 
J. Willis ‘Barrett of Williamson; Albert 
J. Foley of Dunkirk; Stephen P. Fox of 
New Hyde Park; Charles Mangen of 
Great Neck; William A. Reid of Hamil- 
ton; Morgan Strong of Schenectady and 
Edward F. N. Uthe of Coeymans. 

Ex-officio members present were Lee 
B. Mailler, Assembly majority leader, of 
Cornwall-on-Hudson and Assemblyman 
William H. MacKenzie, chairman of As- 
sembly Ways and Means Committee, of 
Belmont, N. Y. Senate Minority Leader 
Francis J. Mahoney of New York City 
was represented by Frances Normand. 

The next meeting of the Commission 
is scheduled for January 27 at Albany 


BLOOD DONOR GALLON CLUB 


Home _ Inaugurates Cr With Seven 
Charter Members; Certificates 
Presented by T. M. Williams 

The Home Insurance Co. last week 
formally inaugurated its new Blood 
Donor Gallon Club with presentation of 
certificates to seven charter members 
in ceremonies at its home offices, 59 
Maiden Lane. 

Special gallon donor pins—which have 
the Red Cross donor symbol, a_ blood 
drop, superimposed on the company’s 
seal—were presented along with the cer- 
tificates, by T. Morgan Williams, vice 
president and secretary, who is also 
chairman of the New York Regional 
Red Cross Blood Program. 

Mr. Williams told the group that they 
were the beginning of what he hoped 
“will one day represent everyone in 
our Home family who is able to give 
blood.” Over 1,200 of the company’s 
3,000 employes in the metropolitan area 
have given blood at least once during 
the four years that the Red Cross 
bloodmobile has been visiting the firm, 
Mr. Williams said. 

Employes who received gallon club 
certificates and pins for eight or more 
blood donations were: John H. Wash- 


burn, assistant vice president; Anne 
Russell, Fred Kullen, Albert Kramer, 
Gordon Behn, Arthur Coughlin and 


Robert Jacob. 

Under the leadership of Mr. Williams, 
the Home Insurance Co. pioneered the 
plan of industry-wide blood drives when 
it sponsored the first “Insurance Week” 
Red Cross bloodmobile visit in 1950. 
“Insurance Week” has since become an 
annual spring event. 


Home Names Harwood 
Special Agent in Maine 


Fredrick C. Harwood has been ap- 
pointed special agent for the Home In- 
surance Co. at its Waterville, Me., office. 
Mr. Harwood, who served as a captain 
in the Army Signal Corps in World 
War II, was employed by the Home in 
April, 1935. Prior to his recent appoint- 
ment, he served in the engineering unit 
of the company ’s metropolitan depart- 
ment at its head office in New York. 
In his new post Mr. Harwood will serve 
under the supervision of Manager Dana 
G: “Garr. 















litera 


iy 
2 






























anuary 29, 1954 
‘ UND 


THE EASTERN 
ERWRITER 


——————— 




















THE PLUS VALUES OF REPRESENTING THE NORTH AMERICA COMPANIES—No. 13 in a series 














As an Agent of the Indemnity Company — one 
of the North America group — you have something 
that will open the contractor’s door to you. 


Through you, he may take advantage of a low, 
preferred bond rate, which may be the deciding 
factor in his next bid. In fact, Indemnity Insur- 
ance Company of North America offers the lowest 
bond rate to contractors of skill, integrity and 
responsibility. 

Lower rates* for qualified contractors is an- 
other “Plus Value” that comes from representing 


the North America Companies. There are many 














PROTECT WHAT YOU HAVE@ 


How to meet with a friendly reception 


others that will help you build your business 
volume and serve your clients better. 


For all the advantages of becoming associated 
with this pioneering insurance group, see, write 
or telephone the manager of the nearest North 
America Service Office. 


*Sorry, not available in Texas and Louisiana 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


Philadelphia 1, Pa. 


Pioneers in Protection—serving with 20,000 Agents in the Public Interest 
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Charges of Justice Dept. Against 


New Orleans Insurance Exchange 


General Herbert Brownell, 
Ir., last week announced filing in the 
Federal Court at New Orleans of a civil 
anti-trust suit charging the New Orleans 
violating the 
with its 


Attorney 


Insurance Exchange with 
Sherman Act by conspiring 
members to restrain trade and to monop- 
olize, and by attempting to monopolize 
the business of selling and writing fire 
and casualty insurance in Orleans, Jef- 
ferson and St. Bernard Parishes, 
Louisiana. This was reviewed briefly in 
these columns last week. 

The case parallels the Government 
suit against the Cleveland Insurance 
Board. Justice says that membership of 
the New Orleans Insurance Exchange is 
comprised of insurance agent, brokers 
and solicitors who sell approximately 
75% of all fire and casualty insurance 
sold in the parishes named. 


What Complaint Charges 


The complaint charges the defendent 
exchange and its members and officers 
with conspiring to prevent, hinder and 
discourage the selling and writing of fire 
and casualty insurance in the New 
Orleans area through outlets other than 
exchange members, and except on terms 
and conditions imposed by the local 
board. 

This allegedly was accomplished by an 
effectively policed boycott by exchange 
members directed against (1) non-mem- 
ber agents and companies which ap- 
pointed non-member agents, (2) mutual 
fire and casualty insurance companies, 
and (3) companies which sold policies 
directly to the public through branch 
offices. 

The complaint further alleges that as 
a result of the conspiracy agency com- 
panies who are members of the exchange 
have been prevented from representing 
and dealing with agents and companies 
who are non-members. Thus, because of 
“arbitrary action” of the exchange, non- 
member agents have been denied a free 
opportunity to deal in fire and casualty 
insurance and have been prevented from 
representing exchange-approved insur- 
ance companies. It is alleged, also, that 
numerous fire and casualty insurance 
companies have been excluded from a 
substantial part of the market for such 
insurance. 


McCarran Act Cited 


Justice Department said that the 1945 
McCarran Act (P. L. 15), providing that 
Federal anti-trust laws shall not be ap- 
plicable to the insurance business where 
this business is subject to regulation by 
state laws, also specifically provides that 
the Sherman Act shall continue to be 
applicable where there is any agreement 
to boycott, coerce or intimidate, or where 
any act of boycott, coercion or intimida- 
tion is committed. It was alleged that 
the conspiracy to buycott and boycotts in 
the complaints filed in New Orleans 
come within this provision of the Mc 
Carron Act and are subject to the Sher- 
mn Act. 

By this suit, the Government seeks to 
enjoin the exchange and its members 


from continuing the asserted boycott, 
and to cancel out exchange regulations 
and by-laws which effectuate it. 

In commenting on the case, Attorney 
General Grownell said, “it has been well 
known for many years that agreements 
to boycott constitute a violation of the 
Sherman Act where the effect is to re- 
strain or monopolize interstate com- 
merce. Under this law no exception is 
made for the insurance business.” 

Stanley N. Barnes, Assistant Attorney 
General in charge of the Anti-trust Divi- 
sion stated, “in enacting the Act of 1945 
Congress recognized the duty of the De- 
partment of Justice to protect inde- 
pendent insurance agents and brokers 
from boycott, coercion and intimidation 
by a combination such as the exchange. 
This is the second anti-trust action aimed 
at correcting illegal activities of this 
kind to be brought against an associa- 
tion of insurance agents since the pass- 
age of the 1945 Act. Similar actions will 
be brought whenever and wherever 
such flagrant violations of the Sherman 
Act occur.” 


Interstate Commerce Factor 


Anticipating a defense to the effect 
that the local insurance agents do not 
engage in interstate commerce, the 
Justice Department devoted considerable 
space in its complaint to this point. Fire 
and casualty insurance “is essential to 
and directly affects the flow of inter- 
state commerce,” the Department said, 
and the agents place insurance covering 
everything that moves in interstate com- 
merce, as well as on the structures 
storing these goods and on the vehicles 
moving them. 

Besides that, 90% of the companies 
writing the insurance and offering super- 
vision and help to the agents are located 
out of the state, with much paper work 
crossing state lines. 

The 130 exchange members represent 
53 of the 57 stock companies in the 
U. S. having capital assets, each in ex- 


(Continued on Page 25) 


AGENCY 100 YEARS OLD 

J. Edward Poole & Co. of Albany Run 
Now by E. S. and L. C. Poole; 
Organized by James B. Hendrick 

An Albany insurance agency looks 
back over its 100-year history and does 
some non-actuarial figuring. Edward S. 
and Lyman C. Poole, partners of the J. 
Edward Poole & Co. agency, recall how 
the company was started in 1854 as a 
fire and marine agency, and how their 
father, J. Edward Poole, joined the firm 
in the 1890’s_ when liability for horse 
team accidents was a new kind of 
coverage. 

They noted the agency has had only 
two locations since its establishment by 
James B. Hendrick in a small office at 
444 Broadway, in what is now the First 
Trust Company Building. The agency 
stayed there until 1927, when it moved 
to its present offices on the second floor 
of the Home Savings Bank Building at 
11 North Pear] Street. 

Their father joined Mr. Hendrick as 
a salesman in the 1890's, became his 
partner in 1902 and took over the firm 
after his death in 1905. The senior Mr. 
Poole was a vice president of the Home 
Savings Bank, a senior warden at St. 
Andrew’s Church and a treasurer of the 
Chamber of Commerce. He ran the 
agency until his death in 1942. 

His sons joined in the firm, Edward 
S. in 1914 and Lyman in 1926. Both 
sons were veterans of World War I. 
They took over management of the 
company after their father’s death. 

After serving in World War II, Ed- 
ward S. Poole, Jr., joined the firm as a 
salesman. And the family may not end 
there—he has a three-year-old son, J. 
Edward Poole 2nd. 
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NAIA Annual Conventions 


Prepared Years in Advance 


The National Association of Insurance 
Agents arranges its annual conventions 
years in advance. Due to the huge at- 
tendance at these yearly gatherings 
there are not many cities which have 
hotels that can readily accommodate the 
crowds of agents and company men. 
Competition for hotel space in the large 
cities is intense and applications must 
be made by organizations several years 
in advance of actual conventions. The 
NAIA, which will meet this year at the 
Conrad Hilton Hotel in Chicago early 
in October, has the following slate for 
future years: 

Year 1955, Los Angeles; 1956, New 
York City; 1957, Chicago; 1958, New 
Orleans. The convention bureau of 
Rochester, N. Y., may put in a bid for 
the 1959 meeting in the hope that by 
then that up-state city will have an- 
other modern hotel. 


Weghorn Educational Program to 
Help Brokers Sell Life Insurance 


A new educational program designed 
to help general insurance brokers sell 
life insurance is being launched by the 
John C. Weghorn Agency, Inc., accord- 
ing to John C. Weghorn, president. 

Mr. Weghorn said his agency plans 
to bring experts on life insurance sales- 
manship in to address small groups of 
brokers at informal meetings which will 
be held at periodic intervals. The latest 
sales approach and newest techniques 
will be demonstrated and explained at 
these sessions, he said, so that brokers 
who customarily give most of their time 
and effort to general coverages may 
have an opportunity to increase their 
profits by selling life insurance too. 

According to Mr. Weghorn, whose 
agency entered the life field just a little 
over a year ago, the educational pro- 
gram is an all-out effort to “make life 
insurance sales profitable for the gen- 
eral insurance broker.” 

He said one introductory educational 
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session had already been held, January 
12, at the New York Chamber of Com- 
merce’s Adam Room, with Ralph G. 
Engelsman, noted life insurance author- 
ity and consultant, explaining business 
life insurance possibilities to a group of 
25 brokers. The meeting lasted for an 
hour and guests were served coffee and 
cake. The next educational get-together 
will take place some time in the next 
few weeks, he said. 

Supervision of the educational program 
is under the direction of Henry K. 
Hotarek, manager of the Weghorn 
Agency’s life insurance department, Mr. 
Weghorn said, with representatives of 
the Canada Life Assurance, which the 
agency represents, also assisting. 

He said: “This new activity on the 
part of our agency is another step in 
the direction of offering a completely 
well-rounded service to brokers. After 
all,” he observed, “the general insurance 
broker is closest to the assured because 
he sees him regularly and has his con- 
fidence. It follows, therefore, that he 
may help himself, as well as his client, 
by being able to offer life insurance in 
addition to other forms of protection. 

“In line with today’s tax problems and 
other economical conditions,” Mr. Weg- 
horn said, “the approach to selling life 
insurance must be timely and meet cur- 
rent needs. Our new educational pro- 
gram is, therefore, designed to bring 
busy brokers up-to-date on the latest 
and best methods of selling life insur- 
ance, devised by experts and explained 
by experts in a simple, practical way.” 


BINGHAMTON WOMEN MEET 

Binghamton Insurance Women’s Club 
inducted 22 new members at a candle- 
light ceremony in the Arlington Hotel, 
Binghamton, N. Y. Speaker at the in- 
duction was Irene Dickinson of Syra- 
cuse, vice president of the State Fed- 
eration of Insurance Women’s Clubs. 


































January 29, 1954 








Page 25 








Underwriting Department 





Head for the Excelsior 


exchange except charter members shall 
not be permitted to engage in any other 
business except the sale of insurance. 

9. Agreements to adhere to and abide 
by the rules, by-laws, regulations and 
decisions adopted, promulgated and made 
by the exchange. 


Results of Alleged Acts 


among fire and casualty insurance com- 
panies, in brokering fire and casualty in- 
surance. 

2. Agents have been denied a free 
choice in seeking appointments to rep- 
resent fire and casualty insurance com- 
panies in the sale of such insurance. 


3. Agents have been coerced and in- 


sented by agents. 

5. Numerous fire and casualty insur- 
ance companies have been denied access 
to and excluded from a substantial part 
of the market for fire and casualty in- 
surance. 


6. Fire and casualty insurance com- 








DONALD P. LITTLEFIELD 


Donald P. Littlefield, assistant secre- 
tary of the Excelsior Insurance Co. of 
Syracuse, N. Y., has been appointed 
head of the underwriting department. 
He replaces Harry C. Jewell, who has 
retired because of ill health. A native 
of Massachusetts, Mr. Littlefield was 
graduated from the Bentley School of 
Accounting and Finance in Boston in 
1924, shortly after which he entered an 
insurance agency in Maynard, Mass. 

In 1932 he established his own agency 
in Maynard which he operated until 
1943 when he became associated with 
the Excelsior as special agent in Ohio 
and western Pennsylvania, later becom- 
ing state agent in Ohio and eastern 
Michigan. 

At the end of 1948 Mr. Littlefield was 
transferred to the home office in Syra- 
cuse with the title of superintendent of 
agencies, and in March, 1951, he was 
elected assistant secretary of the com- 
pany. During the past several years he 
has been in charge of production. 


New Orleans Exchange 


(Continued from Page 24) 


cess of $50 million, according to the com- 
plaint, and represent 220 companies in 
all. 

Specific Charges 

These specific charges 
against the exchange: 

1. Agreements to boycott and not to 
transact business for or with agents who 
are not members of the exchange except 
upon arbitrary conditions adopted by the 
exchange. 

2. Agreements to boycott and not to 
represent companies who appoint agents 
in Orleans, Jefferson and St. Bernard 
Parishes, for the sale of fire and casualty 
insurance, who are not members of the 
exchange. 

3. Agreements to boycott and not to 
represent non-stock companies. 

4. Agreements to boycott and not to 
represent companies which solicit fire 
and casualty insurance in Orleans, Jef- 
ferson and St. Bernard Parishes, directly 
with the policyholder. 

5. Agreements to transact the business 
of selling and writing fire and casualty 
insurance and to conduct their respective 
business only by such means or methods 
as are established or approved by the 
exchange. 

6. Agreements to fine or expel mem- 
bers for dealing with nonmembers. 

7. Agreements to accept business from 
members of the defendant under sus- 
pension only on the condition that such 
business shall be free of any commission 
brokerage or allowance of any kind to 
such suspended member. 

8. Agreements that all members of the 


were filed 








panies have confined their appointments 
of agents to members of the exchange, 


and have cancelled the appointment of 
agents not members of the exchange. 









































timidated into confining their representa- 
tion of fire and casualty insurance com- 
panies to those companies which ap- 
pointed exchange members exclusively. 


Justice charged that these regulations 
have been vigorously policed, and then 
proceeded to list the following as results 
of the alleged combinations and con- 
spiracies: 

1. Agents have been denied a free 
choice among other agents, and hence 


7. Fire and casualty insurance com- 
panies have been denied a free choice 
among the available means of conducting 
their business. 


4. Fire and casualty insurance com- 
panies have been denied a free choice 
among the available outlets as repre- 




















FOREIGN INSURANCE 
IS A PROFITABLE 
FIELD... 


This AFIA advertisement is ap- 
pearing currently in national 
business and export publi- 
cations to let businessmen 
know that through AFIA 
you can soundly protect 


their foreign interests. ‘ 
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BROWN 


HENRY L. 


Election of four new vice presidents 
is announced by Doremus & Company, 


advertising and public relations firm. 
The new officers are Henry L. Brown, 
Robert F. Carroll, Robert W. Fisher 
and G. Barry McMennamin. 


Mr. Brown, who joined the agency in 


© 1 ° - 
Fire Contest Winners 
(Continued from Page 18) 
tary, Hawaii Board of Underwriters) 
for outstanding program covering entire 
territory. 

Norfolk, Va. (H. S. Beall, Coordina- 
tor, Norfolk Fire-Safety Organization) 
for 1) “Red Letter Campaign”; and 2) 
survey to determine public awareness of 


real significance of Fire Prevention 
Week. 
The largest number of reports re- 


ceived from one state or province was 
from Quebec. 

Winners and Honorable Mention 

In the United States the class win- 
ners in the East were as follows: 

Class I (Pop. 500,000 or over): Phila- 
delphia, first; Chicago, second; New 
York City, third. 

Class II (Pop. 250,000 to 499,000): 
Jersey City, honorable mention. 

Class III (Pop. 100,000 to 
ovidence, R. I.; Hartford; 
, honorable mention 

Class IV (Pop. 50,000 to 99,000): An 
derson, Ind., first; Greensboro, N. C., 
second; Stockton, Calif., third; Port- 
land, Me., honorable mention. 

30 Top Ranking Communities 

Ranking of top 30 U. S. communities 
(out of 436 competing in grand award 
competition) : 

Philadelphia; Chicago; Memphis; 
Louisville, Ky.; Providence; Wausau, 
Wis.; New York City; Atlantic, Iowa; 


249,000) : 
Allentown, 


Das 
= 
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Nashville, Tenn.; Anderson, Ind.; Tus- 
caloosa, Ala.; Hartford; Hopkinsville, 
Ky.; Greensboro, N. C.; Oak Ridge, 
Tenn. 


Richland, Wash. ; 
Ind.; At- 


San Antonio, Texas; 
Stockton, Calif.; Alexandria, 


lanta, Ga.; Allentown, Pa.; Columbia, 
S. C.;Jersey City, N. J-; Houston, 
Texas: Stevens Point, Wis.; Portland, 


Me.; Eugene, Ore.; Cincinnati; Park- 
ersburg, W. Va.; Montezuma, Iowa. 


J. J. SHEPARD KILLED 

J. J. (Jack) Shepard, 67, head of the 
Shepard insurance agency of Cedar Rap 
ids, Ia, and a president of the 
Iowa Association of Insurance agents, 
and his wife were instantly killed in 
an auto-truck collision near Oran, Mo. 
Mr. Shepard served as president of the 
Iowa Association of Insurance Agents in 


1928. 


past 





ROBERT F. CARROLL 


1939 and has been an account execu- 
tive since his Air Force duty in 1946, 


has been active in insurance accounts 
which are handled by Doremus & Com- 
pany. 


Mr. Carroll, who continues as director 
of the agency’s New York news depart- 
ment, was formerly with the National 
Board of Fire Underwriters and Aero 
Insurance Underwriters. 


Inland Bureau Changes 
In Rates and Forms Made 


The Inland Marine Insurance Bu- 
reau has reduced rates on monthly re- 
porting live stock cover and physicians’ 
and surgeons’ equipment. The limit per 
shipping package applying to the form 
“C” first class mail floater has been 
raised from $25,000 to $100,000. This is 
the form prescribed for stock transfer 
agents, registrars, trustees under bond 
indentures and corporations acting in 
such capacities for securities issued by 
themselves. 

These changes are dated January 15 
and include, in addition, form and rule 
changes on the mobile agricultural 
equipment and farm live stock floater 
(and the separate equipment and live 
stock floaters) the horse and wagon 
floater, and the registered mail floater. 
Certain changes in the personal prop- 


erty floaters for use in Texas are also 
shown in the latest manual revision, 
and the automatic reinstatement rule 


applying to the PPF has been changed 
back, for Alabama, to that which was 
in force prior to November, 1953. 


BALTIMORE INSURANCE DAY 





Industry Sponsoring All-Day Program 
on Feb. 4, Fiftieth Anniversary 
of the Great Fire 
The first annual Baltimore Insurance 
Day will be held on Thursday, February 
4, at the Lord Baltimore Hotel, in con- 
junction with commemoration of the 
50th anniversary of the great Baltimore 
fire of 1904. This affair is sponsored by 
the Association of Insurance Under- 
writers of Baltimore City, Binder Club 
of Baltimore and the Delaware, Mary- 

land, D. C., Field Club. 

Michael O. Dakin is general chairman 
with Albert R. Cable and Robert I. 
Tyrrell, co-chairmen. The Insurance 
Day program will begin at 9:45 a.m. 
and consists of a series of talks on im- 
portant subjects of interest to insurance 
men and women and the public. Some 
topics slated for discussion are multiple 
line underwriting and its value to the 
insuring public; safety and accident 
prevention vs. compulsory automobile 
insurance; public relations and_ the 
value of the insurance business to na- 
tional industry. 


A luncheon at 12:30 p.m. will honor 
those insurance agents who were in 
business at the time of the fire. The 


speaker will cover the highlights of the 
city’s growth since that time and the 
important part industry plays in the 
economic and social life of the city and 
state. 

Talks will resume at 2:30 p.m. and 
conclude about 4:30 p.m. to be followed 
by cocktails at 6 o’clock and a banquet 
with entertainment and dance at 7 p.m. 

Featured speakers for Baltimore’s In- 
surance Day include Roy C. McCullough, 
Multiple Perils Insurance Rating Organ- 
ization, discussing “Multiple Line Insur- 
ance and Its Value to the Insuring 
Public”; Leonard B. Bogart, Aetna In- 
surance Group, will discuss “Loss Adjust- 
ments as They Affect the Insuring Pub- 
lic’; Robert I. Catlin, Aetna Casualty 
& Surety, will discuss “Facing Funda- 
mental Issues” and will tackle the sub- 
ject of safety education vs. compulsory 
automobile insurance, and Milton W. 
Mays, America Fore Group, will talk on 
the “Value of the Insurance Industry 
to the National Economy.” 

Frank F. Dorsey, vice president and 
director of fire and marine departments, 
United States Fidelity & Guarantee, will 
be the speaker at the luncheon meeting. 
His topic is “What Insurance Means to 
3altimore.” 


ALTOONA PRODUCERS MEET 

The Insurance Women of Blair County 
and the Blair County Association’ of 
Fire and Casualty Agents held a joint 
dinner meeting in Altoona, Pa. Robert 
McDowell, president of the men’s group, 
introduced the speaker, William O. 
Bailey, assistant secretary, National Bu- 
reau of Casualty Underwriters, New 
York. 





AUBURN WOMEN MEET 





Kathryn Conklin Elected President; 
Federation Convention To Be Held 
at Auburn April 23-24 
The annual meeting and election of 
officers of the Auburn Insurance Wom- 
en’s Association was held January 18, 
at the Osborne Hotel, Auburn, N. Y. A 
record attendance of members was on 
hand to hear the annual reports of the 
secretary and treasurer read. Mrs. 
Raymond Lewis, chairman of the nomi- 
nating committee, assisted by Mrs. 
Charles Dunnigan conducted the _ bal- 

loting for new officers. 

Newly elected officers are president, 
Kathryn Conklin; vice president, Ber- 
nadine Cox; secretary, Joanna Odell, 
and treasurer, Ruth A. Schuck. They 
were impressively installed in a candle- 
light service by Peter T. FE. Gebhard 
of the Gebhard, Tryon & Lattimore 
Agency. 

Speaker of the evening was Marian 


E. Corrigan, social service worker at 
Auburn Memorial Hospital and_ vice 


president of the Cayuga County Chap- 
ter of the March of Dimes, who ex- 
plained the need and benefits derived 
from the funds so collected. 

Marian M. Mosher. general chairman 
of the Federation of New York Insur- 
ance Women’s Clubs’ eleventh annual 
convention to be held in Auburn, April 
23 and 24, reported on progress made 
toward convention plans. Arrangements 


for the annual meeting were handled 
by Louise W. Merna and Marian M. 
Mosher. The February meeting will be 


in charge of Ruth Schuck, Mrs. Ray- 
mond Lewis and Mrs. Stanley Waldron 


MacGrath Vice President 


Loyalty Group Companies 
Robert W. MacGrath has been elected 
vice president of all Loyalty Group 
Companies. Mr. MacGrath is in charge 
of investments ior Loyalty Group. 


Laier President of 


N. J. Fieldmen’s Assn. 

Tic New Jersey Insurance Fieldmen’s 
Association in Newark on January 25 
elected the following officers: 

President, Robert J. Laier, state 
agent, American Eagle Fire; vice presi- 
dent, E. Richard Sprague, special agent, 
Home; secretary, Howard Waterhouse, 
state agent, Aetna Insurance Co.; treas- 
urer, Alan H. Cantrell, special agent, 
Glens Falls. 

Members of the executive committee 
are Roger Henry, Phoenix of Connec- 
ticut; J. Alexander Neill, America Fore 
Group; Philomen Hoadley, Fireman’s 
Fund; R. E. Burdick, American Asso- 
ciated Companies. 

A merger was approved at this meet- 
ing with the Special Agent’s Associa- 
tion, thus avoiding duplication of effort 
and permitting a more efficient accom- 
plishment of the various programs re- 
quiring fieldmen’s support. 





15 GOLD STREET 


SAMUEL A. MEHORTER 





Fire e 
Hulls e 


McDANIEL & COMPANY, Inc. 


WHitehall 3-0616 


* 
Metropolitan & Country-wide 
FACILITIES FOR WRITING 


Inland and Ocean Marine 
Automobile 


NEW YORK 38, N. Y. 


JOHN D. HICKEY 








SERVICING OUR BROKERS FAITHFULLY FOR NEARLY 50 YEARS 











The Center of 
THE INSURANCE 
DISTRICT 








Pa 

































of 

aut 
for 
30 s 
The 
Fir: 
Jan 
Ley 
Jan 


Ph: 


Wi 
presic 
branc 
leadir 
Seatt! 
native 
tle soi 




















January 29, 1954 











THE EASTERN 
UNDERWRITER 






CENA LT SCE 
[4utomobile) 
a 












Holds Burglar Alarm Protection 
Highly Important in Underwriting 


He 


upon more underwriters to show a will- 


Burglar alarm protection for commer- 
cial motor vehicles has proven so effec- 
tive a deterrent against pilferage, theft 
and hijacking that insurance underwrit- 
ers can now accept any risk, however 
hazardous from a theft sti indpoint, Louis 
Stieglitz, vice president, Babaco Alarm 
Systems, Inc., told members of the ad- 
vanced training class of the American 
Insurance Group at the company’s head- 
quarters in Newark. “The vits il factor 
in such underwriting, however, ’ he said, 
‘is the theft prevention service.’ 

Mr. Stieglitz said that the insurance 
industry as a whole has always pion- 
eered in loss prevention and has thereby 
made a major contribution to the pub- 


lic good. Inland marine underwriters, 
for instance, he said, have played an 
important part in developing the ap- 


proved truck burglar alarm system. 

“The truck burglar alarm system has 
been tried and tested through the years. 
It has virtually eliminated the hazards 
of pilferage, theft and hijacking from 
pick-up and delivery vehicles and over- 
the-road trucks and trailers.” 





American Names Bickel 
Marine Supt. at Atlanta 


The American Insurance Co., Newark, 

N. J., announces appointment of Edward 
Bickel, Jr., as marine superintendent 

in the Atlanta office, handling all marine 
lines in the four-state area reporting to 
Atlanta—Alabama, Florida, Georgia and 
Tennessee. 

Mr. Bickel is a graduate of Duke 
University. Following four years in the 
United States Army, he served as ma- 
rine special agent and marine supervisor 
for another company in a number of 
southeastern states. His headquarters 
will be 125 Ivy Street Building, Atlanta. 


Two New Directors 

The American Bankers Insurance Co. 
of Florida, which specializes in writing 
automobile physical damage insurance 
for financial institutions and operates in 
30 states, has elected two new directors. 
They are George S. Eccles, president of 
First Security Corporation System of 
Banks of Utah and Idaho, and J. G. 
Leybourne, president, First National 
3ank of Coral Gables, Florida. 


Phila. Dept. Conference 
Of North British Group 


Secretary S. R. Howard held a con- 
ference of his Philadelphia department 
fieldmen last week at North British 
Group headquarters in Philadelphia. 
Thursday night the conference was con- 
cluded with a banquet at the Down 
Town Club. 


Various department heads attended 
from the New York office, spoke on 
their specialties and led discussions 
thereon. Among them were Secretary 


15 Fe W. Casler representing management, 
and Vice President G. L. Scott of the 
loss department. 


W. J. SHACKLEFORD DIES 

William Jeffrey Shackelford, 59, vice 
president and general manager Seattle 
branch Matthews & Livingston, Inc., 
leading marine insurance office, died in 
Seattle hospital recently. He was a 
native of Salt Lake City, going to Seat- 
tle some 23 years ago. 


by Northwest Insurance 





said, “It is therefore incumbent 
ingness to accept all risks where a 
theft hazard exists with burglar alarm 
protection made an integral part of the 
underwriting conditions. The use of 
deductibles should be discouraged, be- 
cause the real desire is to eliminate the 
losses rather than evade responsibility. 
The insurance man who helps his client 
prevent losses,” he said, “will be per- 
forming a much more valuable service 
than one who insists on a deductible, 
a protective rate or refuses the insur- 
ance altogether.” 

Mr. Stieglitz pointed out that the in- 
cidence of pilferage, theft and hijacking 
and the risk of theft 


was increasing 
from pick-up and delivery vehicles 
is especially hazardous. Underwriters 
should insist on burglar alarm protec- 
tion for vehicles engaged in such ac- 
tivities because in so doing they will 


not only be helping to curb crime, but 
will also be serving the public interest 
in general and their particular assured, 
in particular, in the best possible way. 





Attractive Stamp Display 
At Appleton & Cox, Inc. 


Through the courtesy of John J. Britt, 
president of the Collectors’ Club of New 
York City, Parker-Allston Associates, 
Inc., insurance advertising counsel, has 
arranged an attractive display in the 
grade floor window of Appleton & Cox, 


Inc., 111 John Street, New York City. 
The display consists of ten panels ot 
United States postage stamps; each is 


complete with the photograph and auto- 
graph of the personage depicted on the 
stamp. Particular interest has been 
shown the red Abraham Lincoln stamp 
printed on blue paper which is a real 
collectors’ item. 


New Auto Insurance 


Manual for Local Agents 


The just published Auto 
Underwriters Manual in 8% x 11 loose 
leaf form containing over 225 pages pre- 
sents a point of view that has not pre- 
viously been in print. The author, Doug 
Henson, for 14 years worked and trav- 
eled in more than 14 states for specialty 
auto insurance companies. He also spent 
four years working for agency compa- 
nies before starting his own local agency 
about four years ago. 

His agency is built around the idea of 
selling the independent agency idea to 
automobile owners who are now buying 
insurance from direct writers. Mr. Hen- 
son claims that the results do not reflect 
personal sales achievement but instead 
a sales and business management sys- 
tem he has developed for his local 
agency that discards the methods of the 
traditional real property fire agency. 
The text of the manual is devoted to a 
detailed description of the system and 
the reasons for it. 

The author believes that the majority 
of the auto business will come to the 
control of the independent agent and 


Insurance 


the agency company because history 
shows that the insurance buyer wants 
the American Agency System idea 


whenever it is competently offered. The 
manual sells for $32.50 and is distributed 
News, Henry 


Building, Portland 4, Ore. 
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ANTI-COERCION IN FLORIDA 


Meeting January 28 at Which Larson 
Discussed Proposed Regulations 
Under New Insurance Code 
Florida Insurance Commissioner J. 


Edwin Larson called a meeting for 
January 28 in Tallahassee to discuss 
with representatives of insurance com- 


finance compa- 
bankers and au- 
anti-coercion pro- 


panies and their agents, 
nies, banks, mortgage 
tomobile dealers the 


visions of the state’s new insurance 
code. 
Purpose of the meeting, Mr. Larson 


explains, was for discussion of the regu- 
lations which he, as_ state. Insurance 
Commissioner, must adopt to implement 
the new law. 

"Nt is a policy of my department,” he 


said, “to meet with all parties affected 
by the new laws adopting regulations 
required by those laws. The informa- 


tion gained from this discussion will be 
studied by my staff.’ 

The state’s new anti-coercion provi- 
sions were drafted to prohibit anyone 
loaning money, for purchase of either 
personal or real property, from coercing 
purchase of insurance from any par- 
ticular firm as a condition for acquiring 
the loan. 

Money lenders are permitted by the 
act to require reasonable financial cov- 
erage for protection of their investment 
and are allowed to help place insurance 
basis. 


on a voluntary 

Prior to enactment of the new code 
by the 1953 State Legislature, Florida, 
had no such law on its statute books, 


although regulations by the state Insur- 
ance Commissioner were designed to 
curb coercion to some extent. The 
regulations required an explanation of 
insurance coverage, a statement con- 
cerning the premiums, and the furnish- 
ing of a policy. 


2 
N.Y. Journal of Commerce Review 
(Continued from Page 16) 
American’ International Underwriter, 
Corp.; Holgar J. Johnson, president, In- 
stitute of Life Underwriters; the late 
Martin W. Lewis, general manager, 


Surety Association of America; Frank 
B. Zeller, president, American Institute 
of Marine Underwriters; A. L. Kirk- 


insurance department, 
U. S. Chamber of Commerce; B. E. 
Kelley, president, National Insurance 
Buyers Association; Archie M. Slawsby, 
chairman, NAIA _ property insurance 
committee; J. Dewey Dorsett, general 
manager, Association of C. and S. Com- 
panies; Ben D. Cooke, B. D. Cooke & 
Partners, Ltd., London; J. M. Cahill, 
secretary, National Bureau of Casualty 
Underwriters; H. G. Kemper, president 
of Lumbermen’s Mutual Casualty; L. A. 
Fitzgerald, American Mutual Alliance; 
James Andrews, Jr., director of health 
insurance, Life Insurance Association of 
America; Oliver Blase, president, Na- 
tional Association of Insurance Brokers, 
Inc.; Harry J. Loman, dean, American 
liaaiiens for Property & Liability Un- 
derwriters; H. F. Richardson, general 
manager, N: itional Counsel on Compen- 
sation Insurance; Thomas W. Earls, 
president, National Association of Casu- 
alty and Surety Agents; William H. 
Brewster, manager, automobile division, 
National Bureau of. Casualty Under- 
writers; J. Homer Donica, assistant sec- 
retary, marine department, America 
Fore Group; David W. Gregg, dean, 
American College of Life Underwriters; 
James R. Williams, Health and Accident 


patrick, manager, 


Underwriters Conference. 


Reelected President of 
Life Saving Benevolent 





WILLIAM D. WINTER 


William D. Winter was_ reelected 
president of the Life Saving Benevolent 
Association of New York at the asso- 
ciation’s 105th annual meeting January 
21 at the Atlantic Building. 

Other officers reelected were J. Ar- 
thur Bogardus, vice president; Percy 
G. Craig, treasurer; Franklin B. Tuttle, 
secretary, and Norman Howe, Jr., assis- 
tant secretary and assistant treasurer. 

The Life Saving Benevolent Associa- 
tion of New York, one of the few en- 
terprises in the United States with a 
history of continuous activity for over 

hundred years, was organized in 1849 
to help save lives on ships in distress 
off American coasts. The purpose of the 
organization today is to recognize and 
reward courage displayed in the rescue 
of human life from drowning. 


Hagmann General Secretary 
International Air Union 


On his retirement as assistant man- 
ager of the Zurich, Diego Hagmann 
has accepted appointment of general 


secretary of the International Union of 
Aviation Insurers. 

Mr. Hagmann is a past president of 
the International Union of Aviation In- 
surers (the present president of which 
is Robert Gravelin of Paris) and is a 
well known figure in aviation insurance 
circles. His address will be—Mythen- 
quai 60, Zurich 2, Switzerland. 

At the present time the United States 
Aviation Underwriters, Inc., is the only 
American member of the Union. 





Savings Bank Forum to 
Hear Paige February 18 


The Savings Banks Insurance Forum, 
at its monthly meeting to be held Febru- 
ary 18, at the Bowery Savings Bank, 
110 East Forty-second Street, New 
York, will have as its speaker, David 
Paige, division manager of the Liberty 
Mutual, who will discuss the decision 
of the District Court of Austin, Texas, 
to assess policy-holders of a non-assess- 
able company, namely the Texas Mutual 
Insurance Company, and the measuring 
of reliability of fire insurance carriers. 
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Mezey Elected President 

Of Local Agents Assn. 
N. Y.C. AGENTS ANNUAL MEETING 
J. D. Dorsett, Marcus Abramson, Guest 


Speakers on Voluntary Auto Plan; 
Amann, Mehorter Are Made Officers 


Albert E. Mezey, president of the 
Mezey Agency, Inc., was elected presi- 
dent of the Association of Local Agents 
of the City of New York, Inc., at its 
annual meeting, January 26, at Down- 
town Athletic Club, New York. He suc- 
ceeds Russell Edgett, vice president, 





Matar 
ALBERT MEZEY 
Alan R. Bonito & Co., Inc., who in his 
annual report indicated the healthy 


progress made by the association in the 
elected 


past year. Other new officers 

were: vice president—Stephen Amann, 
Hall & Henshaw, and secretary and 
treasurer—Robert C. Mehorter of Mc- 


Daniel & Co. 

William Waters of 
was chairman of the nominating com- 
mittee. In addition to the officers he 
presented the selections for the execu- 
tive, membership and public relations 
committees as follows: Executive— 
Russell Edgett, David S. McFalls, John 
C. Weghorn, Frank V. Carlough, Jr., 
Alan E/ifert, Alfred Jaffe William 
Waters, Harold Hall, William Hans- 
sler and Robert F. Moore; Membership 

A. J. Gosz, who retired as secretary 
treasurer; Clarence H. Fuss, D. B. Page, 
Jr., John Pirkl, Henry E. Frost, Eugene 
Wright and Raymond O'Brien; Public 
relations—Joseph L. O’Brien, j. 3eier 
Theurer, Charles D. Fraser, Edward W. 
Sohmer, Austin B. Crehore, Alfred 
Jaffe and Frank J. Rogers. 

The following committee chairmen 
were elected: John C. Weghorn, execu- 
tive committee; Clarence Fuss, member- 
ship committee; Joseph L. O’Brien, pub- 
lic relations committee. 


Hall & Henshaw 


Dorsett Guest Speaker 

With the agitation about compulsory 
automobile insurance running high the 
association selected J. Dewey Dorsett, 
general manager, Association of Casu- 
alty & Surety Companies, to outline the 
voluntary automobile insurance plan 
which stock companies and agents have 
offered as an alternative to a compul- 
sory law for New York State. Accom- 
panying Mr. Dorsett to the meeting was 
Marcus Abramson, assistant counsel of 


the association, who answered ques- 
tions about this plan. 

Mr. Dorsett expressed the hope that 
advertising space would be bought by 
the industry in order to present the 
case for voluntary insurance before the 
people of New York State. One of the 
facts brought out by Mr. Abramson was 
that in contrast to the proposed com- 
pulsory law, the industry’s voluntary 
plan offers much greater and broader 
protection through real insurance. Both 
men agreed that the whole problem 
should be met with an unbias, straight- 
forward and statesmanlike approach. 

President Mezey’s Career 

Albert Mezey, a member of the well 
known Mezey family, was the founder 
of the agency bearing his name in 1934 
along with his brother, the late Alex- 
ander Mezey. This is its 20th anniver- 
sary year and in its successful operation 
Mr. Mezey works in close cooperation 
with his brothers, Fred and Louis both 
of whom are vice presidents. 


Al Mezey’s insurance career began 
at the age of 14 with Darby, Hooper & 
McDaniel (now McDaniel & Co.). After 


his initial training with this agency he 
served successively with D. a Rosston 
Agency as vice president; E. Driggs 
Agency as_ production Bentinthy the 
Home Indemnity in the same capacity 
and Royal Indemnity—also on produc- 
tion. 

An active figure in the William Street 
fraternity and with a host of friends, 
Mr. Mezey is a past president of the 
Insurance Square Club; has held ex- 
ecutive posts with Local Agents Asso- 
ciation for many years; is a member of 
Casualty & Surety Club of New York, 
Insurance Society, and Bankers Club of 
America. He has given generously of 
his time and efforts to enhance the 
prestige of the borough agency setup in 
New York and is always in the thick of 
the fight for constructive causes. 


C. & S. Assn. Gives Support 


To Voluntary Insurance Plan 
In announcing its support of the New 
York bills for the voluntary insurance 
plan and car impoundment, already in- 
troduced at Albany, the Association of 
Casualty & Surety Companies on Wed- 
nesday issued a strong statement by its 
presicnt Manning W. Heard, Hart- 
ford A. & I. first vice president. 
ee the association’s unalter- 
able opposition to the bills now pend- 
ing in New York legislature which 
would make auto liability insurance 
compulsory, Mr. Heard said: “There is 
no single issue of importance in the 





NEGLIGENCE CLAIM NOT VALID 
New York Cort ® Rules No Action 
Cause by Wife for Loss of Her 
Husband’s Consortium 
In a decision of importance to all 
casualty insurers, the New York Court 
of Appeals has held that in New York 
State a wife does not have a cause of 


action for the loss of her husband’s 
consortium caused by the negligence 
of another. In unanimously affirming, 


without opinion, an Appellate Division 
decision dismissing such a cause of ac- 
tion as being without legal basis, the 
court in Don against Knapp finally 
settled this issue for New York, and 
probably for the rest of the nation as 
well. 

The Don case involved an 
a wife to recover damages for loss of 
her husband’s “companionship” allegedly 
resulting when her husband was injured 
in an automobile accident caused by the 
negligent driving of defendant. While 
at English common law a wife had no 


action by 


such action, some United States deci- 
sions of recent years have been to the 
contrary, not ibly one by the United 


States Court of Appeals for the District 
of Columbia in the well-known Hittaffer 
case. A New York Supreme Court 
judge also recently upheld such a cause 
of action. The New York Court of 
Appeals had never expressly decided the 
question. 

If recognized by 
claim would arise whenever a 
man was injured by another’s negli- 
gence. This rule would, of course, seri- 
ously affect the losses of all casualty 
insurers, especially since a judicial 
declaration of the existence of the right 
would retroactively affect claims for the 
past three years. Because of this inter- 
est, stock and mutual casualty associa- 
tions joined to is a brief amici 
curiae in support of the decision by the 
Appellate Division, second department, 
which was ultimately upheld by the 
Court of Appeals. 

Jules B. St. Germain represented the 
plaintiff. The case for the defendant, 
insured by the Firemans Fund Indem- 
nity, Co., was argued by Bruce Brom- 
ley of Cravath, Swaine and Moore; the 
industry amici brief was submitted by 
Watters & Donovan. 


such a 
married 


the courts, 








business today on wich ila business 
is so generally united as in its opposi- 
tion to compulsory insurance .. .” 

Mr. Heard characterized the industry 
voluntary plan, embodied in the Peter- 
son FitzPatrick bills, as a good faith 
effort on the part of private insurance 
to protect insured motorists and non- 
motorists against financial loss caused 
by financially irresponsible drivers. He 
declared this plan “has been unfairly 
attacked and erroneously described .. .” 
and that “we will try to correct erron- 
eous impressions which these attacks 
may have created.” If the car impound- 
ment bill is passed, he added, there will 
be relatively few "uninsured motorists 


in New York. 
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N. Y. Buyers Hear Malo 
On Accident Repeaters 


CHALLENGE TO PSYCHOLOGISTS 


Says Knowledge of Accidents Helps Re- 
duce Frequency, Severity and Cost; 
How Educational Programs Help 


Dr. A. Malo, resident psychologist 
of the (American) Lumbermens Mutual 
Casualty, yesterday, January 28, ad- 
dressed the luncheon meeting of the New 
York Chapter of the National Insurance 
Buyers Association at Hotel Martinique, 
New York. Dr. Malo spoke on “The 
Psychologist and Repeaters.” 

Citing two sets of causes—the situa- 
tional and those which lie in individuals 
themselves—for the disapproportionate 
number of accidents by persons in ex- 
cellent physical condition, he stated that 
the psychologist today is challenged by 
the problem presented by the intrinsic 
makeup of individuals. 

“In our study of route salesman,” Dr. 
Malo said, “we have found that high 
accident frequency drivers have more 
frequently experienced parental divorce. 
They make spur of the moment deci- 
sions. 

With reference to what the industry 
can expect from the psychologist in the 
future, he stated: “The value of the 
research so far seems to be in the direc- 
tion of stimulating further study, re- 
fining research techniques, and gener- 
ally identifying more specifically those 
characteristics of man that appear to be 
factors in causing accidents. 

Tests in the Future 

“Our knowledge to date of the char- 
acteristics of the people with unfavor- 
able accident records has reached a level 
at which it can be relied upon to serve 
as a basis for forming plausible hy- 
potheses to be tested in future re- 
search,” he continued. 

Dr. Malo further revealed: “It is no 
longer necessary to rely solely un sub- 
jective analyses in order to plan a study 
of the characteristics related to the ac- 
cident records of individuals.” 

On the basis of information acquired, 
he said that either published or newly 
constructed tests can be used in order 
to identify the patterns of characteris- 


Accident 





tics of the accident-free or the high 
accident frequency person. 
“The information which we have re- 


garding the accident repeater,’ Dr. Malo 
stated, “leads us to believe that a bat- 
tery of instruments will eventually be 
developed that will be valuable in pre- 
dicting the tendency to have accidents.” 
Individual’s Knowledge Leads to 
Remedy 


“As we learn more about accidents,” 
he continued, “we will have guides to 
follow in subsequently attempting to re- 
duce the frequency, the severity and the 
cost of accidents. Educational programs 
for employes and for the public can be 
focused on basic and pertinent things. 
Moreover, the knowledge by the indi- 
vidual himself that he has characteris- 
tics that lead to a bad accident record, 
can cause him to be more alert to his 
needs and to remedy some of his defi- 
ciencies, with or without professional 
help.” 

In relation to business and industry, 
Dr. Malo stated that they can cooperate 
by giving reputable psychologists some 
freedom to conduct realistic investiga- 
tions of accident repeaters and accident 
free employes. 

Speaking of accident reduction on the 
job, he stressed the need for an analy- 
sis of man on the job, if a real con- 
tribution was to be made. 

“In psychological research,” Dr. Malo 
concluded, “we are still very much at 
the experimental stage. It appears from 
the meager knowledge that we have 
about accident repeaters, that for some 
time to come the psychological product 
will need to be tailor-made for a par- 
ticular kind of business or for a specific 
occupation.” 
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Feb. Public Hearings 
On Compulsory Ins. 


CONSIDER “VOLUNTARY” PLAN 
To Be Held in Albany and New York; 


Insurance Companies To Be 
Represented 


Proposed legislation to solve the prob- 
lem created by financially irresponsible 
motorists in the state of New York will 
be considered by the joint legislation 
committee on unsatisfied judgment act 
and compulsory insurance at _ public 
hearings to be held next month, Sena- 
tor William S. Hults, Jr., chairman of 
the committee, announced last week. 

The first hearing, Senator Hults said, 
will be held in the Senate Chambers 
in Albany on Friday, February 5, while 
the second will be held at the Hotel 
Roosevelt, New York, on Friday, Febru- 
ary 19. 3oth hearings will start at 
10 a.m. and will continue the following 
day if necessary. 

The five-man legislative committee 
will consider among other matters, the 
compulsory automobile insurance _ bill 
and the assigned case plan bill recom- 
mended by the committee in 1953; the 
unsatisfied judgment fund bill sponsored 
by the stock casualty insurance industry 
at last year’s session; the so-called 
“voluntary” plan proposed this year by 
segments of the insurance industry and 
the compulsory insurance bill presently 
before this session of the state legisla- 
ture. 

Bohlinger, MacDuff Expected to Testify 


which has been study- 
ing the problem for the past three 
years, has invited innocent victims and 
survivors of victims of financially irre- 
sponsible motorists to testify at the 
forthcoming hearings as well as repre- 
sentatives of the various insurance or- 
ganizations. In addition, Superintendent 
of Insurance Alfred J. Bohlinger and 
Commissioner of Motor Vehicles James 
R. MacDuff are expected to testify. 

Governor Dewey, in his annual mes- 
sage to the 1954 legislature, recom- 
mended compulsory automobile insur- 
ance legislation as the “simple and sen- 
sible solution” to the problem of the 
uninsured and financially irresponsible 
motorist.” 


The committee, 


Maryland Casualty Has 
Biggest Year in 1953 


Maryland Casualty Co., Baltimore, in 
1953 attained the largest net operating 
income in the company’s history, 
amounting to $5,324,862, according to a 
preliminary report to stockholders re- 
leased by William T. Harper, chairman 
of the board and president. 

The company’s net income for the 
year, before providing for Federal in- 
come taxes of $3,576,482, was $8,901,344. 

The company’s gross premium writ- 
ings for the year totaled $99,980,000, 
and the net premiums were $91,048,000, 
both being the largest in the company’s 
history. 

In 1953 the company paid dividends 
of $2,020,878 on its common stock, $455,- 
979 on its $2.10 cumulative prior pre- 
ferred stock, and $85,160 on its former 
$1.05 convertible preferred stock. 

During the year the company an- 
nounced the retirement of its outstand- 
ing convertible preferred stock, nearly 


all of which had been converted into 
common stock at the option of the 
owners. Also, new common stock was 


issued in 1953 in an amount which gave 
the company approximately $10,000,000 
in additional capital. 


FIELDS ELECTED TO CPCU POST 


The Washington Chapter of the So- 
ciety of Chartered Property & Casu- 
alty Underwriters has elected Eugene 
Fields of Aetna Casualty & Surety Co. 
to the post of president. Other new 
officers are Henry A. Kroll, vice presi- 
dent; Robert G. Ainslie, secretary, and 
Asher D. Kahn, treasurer. 


Compulsory Auto Insurance 
Argued by Wis. Committee 


The Wisconsin Legislative Council’s 
motor vehicle insurance committee 
argued the benefits and disadvantages 
of compulsory automobile insurance 
legislation on January 16 at the court- 
house in Milwaukee. 

A plan that will guarantee payment of 
damage claims growing out of auto ac- 
cidents is trying to be formulated by 
the committee. At the present time, 
approximately 20% of the licensed mo- 
torists in Wisconsin carry no _ liability 
insurance. 

According to John Wyngaard, colum- 
nist of the Milwaukee Sentinel, “The 
first sallies in the campaign are coming 
from the insurance agents. The compa- 
nies will follow, it is now certain, as 
soon as the Legislative Council shows 


that it is seriously concerned with the 
proposal to force universal insurance 
coverage instead of the selective finan- 


cial responsibility laws now in effect.” 

Mr. Wyngaard continued, “The in- 
surance business is alarmed about the 
pressure for compulsory coverage be- 
cause such a law, it is clear, would force 
rates upward and thus reduce market 
capacity. It might also lead to political 
manipulation of rates, and perhaps, even 
a state insurance fund with the aboli- 
tion of sales commissions in the “agency 
system.” 

At the committee meeting, attorney 
A. G. Goldberg, counsel for the Wiscon- 
sin Federation of Labor, AFL, and at- 
torney N. Paley Phillips urged compul- 
sory insurance laws in order that those 
injured in accidents might be protected 
against the uninsured. 

Attorney Irving P. 
for the Association of Casualty & 
Surety Executives, called for stricter 
enforcement of the traffic code rather 
than compulsory insurance as the an- 
swer to the accident problem. 

Disagreeing with Mr. Mehigan, State 
Senator Gerald Flynn, Racine, said that 
better enforcement was not the answer 
and that some other method must be 
found to protect the victims of the un- 
insured motorist. 

Attorney Goldberg added that trial 
courts have managed to collect less than 
1% of damages assessed against unin- 
sured motorists. 


Mehigan, counsel 


Hearing ¢ on Lloyd's. 


(Continued from Page 19) 


make themselves subject to suit in each 
and every one of the United States 
“12, What steps have been taken oe 
Lloyd’s to make all of their funds at- 
tachable in any of the United States? 


“13. What deposits have Lloyd’s made 
in each of the 48 states? 
“14. What provision has been made 


for the detailed, periodic convention ex- 
amination of Lloyd’s by examiners 
qualified in the United States of Amer- 
icasr 


Gilmore Gives C. & S. Assn. 


The position of the Association of 
Casualty & Surety Companies in regard 
to treatment of non-admitted reinsur- 
ance was given by Robert N. Gilmore, 
assistant counsel. He filed with the 
committee a memorandum from Gen- 
eral Counsel Ray Murphy stating that 
the association’s executive committee on 
January 20 adopted the following mo- 


tion: 
“THAT London Lloyds be continued to be 


treated as any other non-admitted alien rein- 
surer, but that no changes are suggested in 
existing practices in relation to credits allowed 
for premiums withheld on reinsurance in non- 
admitted 


Position 


reinsurers.”’ 
E. G. Lowry’s Statement 


A long statement, carefully prepared, 
was filed with the subcommittee by 
Edward G. Lowry, Jr., board chairman, 
General Reinsurance and North Star 
Reinsurance, in which the point was 
made very clear that “we do not ques- 
tion the financial standing or integrity 
of any non-admitted alien reinsurance. 









Program for A. & H. Seminar 
On Feb. 2-3 in New York 


On February 2 and 3 an educational 
seminar on group accident and health 
insurance will be held at the Biltmore 
Hotel in New York City, the Bureau of 
Accident & Health Underwriters an- 
nounced on January 25. 
Soper, New York Life, who is governing 
committee chairman, Bureau of Acci- 
dent & Health Underwriters, will extend 
the welcome. 

On February 2 a discussion of the 
“Underwriting of Major Medical Insur- 
ance With Basic Plan Insured by An- 
other Carrier,” will be discussed. The 
discussion leader is A. Howard Hotson, 
Zurich. Panel members are, Howard A. 
Moreen, Aetna Life, William Thomas, 
Metropolitan Life, and Joseph W. 
Moran, New York Life. 

Winston S. Fliess of Johnson & Hig- 
gins, will present the broker’s viewpoint 
of “Today’s Market for Group Insur- 
ance.” 

The afternoon session will have Fred 
R. Gibney, Prudential, as discussion 
leader. 3rooks Chandler, Provident 
Life : Accident, will speak on “Deduc- 
tible Feature in Basic Hospital Expense 
Plans.” 

A panel on “Claim Problems in Rela- 
tion to Underwriting” will feature 
Frederick T. Bernhard, Home Life; R. 
A. Burns, Travelers; Ralph M. Filson, 
M.D., Travelers; and E. David Willerup, 
Connecticut General Life. 

On February 3 the agenda has M. D. 
Miller, Equitable Life Assurance So- 
ciety, as discussion leader. 

“Group Coverages on Less Than 
Twenty-Five Lives” will be discussed by 
Frederick T. Googins, Massachusetts 


Laurence B. 


Mutual Life, and A. Beebe, Paul Re- 
vere Life. 

Harold V. Lyons, State Mutual Life, 
will speak on “Where Are We Going 
in the Group Accident and Health 
Field ?” 

Walter W. Mincks, Equitable Life 
Assurance Society, will speak on 


“Trends in Loss of Time Coverages.” 

These subjects are of particular inter- 
est to the accident and health industry 
because of their timeliness in relation 
to existing problems. 


We simply take the position that no 
alien reinsurer, however sound, is en- 
titled to preferential treatment over 
American reinsurance companies, and 
that no necessity exists to give such 
preferential treatment.” 

Mr. Lowry then explained that an 
alien reinsurer can, in either of two 
ways, offer a reinsurance contract for 


which the ceding American 
can take the same credit as 
corded to the contract of an 


reinsurer: 
1. It. can 


American 
the same burdens 


company 
that ac- 
American 


itself unqualifiedly to the 
assuming 


subject 
regulatory and _ by 
and obligations as American 


privileges and bene- 


system 


companies enjoy the same 
fits. 

2. It can “fund” 
loss reserves under the reinsurance contract. 

In closing he said: “Nothing in the 
American insurance system closes alien 
reinsurance markets to American insur- 
ance companies who desire to use alien 
facilities. The American insurance in- 
dustry is making no attempt to close 
those alien reinsurance markets. A clear 
reaffirmation and application of the 
fundamental American concept of insur- 
ance would not close those markets. It 
would merely deny to an alien reinsurer 
more favorable treatment than that ac- 
corded to American reinsurers.” 


unearned premiums and 


New Florida Surety Company 

The Southwestern Surety Co., Talla- 
hassee, has been chartered under the 
laws of Florida and has qualified with 
the Florida Security Commission. The 
next step will be approval of the State 
Insurance Department, qualifying the 
company to write fidelity and surety 
business. 





Abramson and Schwab 
Boost Voluntary Plan 


PUT ON TELEVISION PROGRAM 


See New Plan as More Effective, Eco- 
nomical; Offers Greater Coverages 
Than Compulsory Law 


The new voluntary automobile insur- 
ance plan designed to protect victims 
of uninsured motorists and introduced 
January 20 in the New York Legisla- 
ture, supplemented by an impoundment 
statute, was endorsed as the insurance 
industry’s answer to the proposal for 
compulsory insurance by Marcus Abram- 
son, assistant counsel of the Associa- 
tion of Casualty & Surety Companies, 
in a panel forum discussion televised 
January 21 over WRGB-TV, Schenec- 
tady, N. Y 

Mr. Abramson teamed with Arthur 
L. Schwab, executive vice somiaae of 
the N. Y. State Association of Insur- 
ance Agents, in presenting the insur- 
ance industry’s arguments for the new 
voluntary plan before the television au- 
dience as the answer to the flaws in 
the proposed compulsory insurance 
legislation. 

The new bill is more effective and 
economical and offers greater coverages 
than compulsory insurance, Messrs. 
Abramson and Schwab pointed out. It 
answers the objections against unsatis- 
prs judgment funds or assigned risk 
‘ase plans and indemnifies the insured 
aan members of his household against 
losses from inability to collect valid 
claims against uninsured motorists for 
injuries, deaths and property damage 
resulting from motor vehicle accidents 
at a very moderate cost. 

Further, the speakers stated, the new 
plan is a logical extension of the volun- 
tary insurance system. The state col- 
lects no funds. The plan eliminates the 
threat of the state entering the busi- 
And in contrast to compulsory 
insurance, the voluntary plan will pro- 
tect against accidents caused by out-of- 
state motorists and operators of stolen 
cars or cars used without permission of 
the owner. 

Impoundment Statute for Additional 

Protection 

Protection coverage is 
against accidents both off and on the 
highways as well as accidents which 
may occur outside the state. The driv- 
ing privileges of an uninsured motorist 
will be withdrawn if any amount is paid 
in settlement of a claim or unsatisfied 
judgment and not restored until repaid. 
The voluntary plan provides for an im- 
poundment statute for additional pro- 
tection to injured persons and to fur- 
ther reduce the number of uninsured 
motorists on the highways. 

Messrs. Abramson and Schwab em- 
phasized that the new plan avoids the 
peculiar problems created by compulsory 
insurance as demonstrated by the ex- 
perience of the only state in the country 
—Massachusetts—that has this type of 
law. These problems are: rate-making 
becomes a political football, courts be- 
come congested, claims are filed for 
trivial damages, and the insured motor- 
ist receives less than complete coverage. 

With 96.09% of the New York State 
motorists insured, according to esti- 
mates of the state’s motor vehicle de- 
partment, the claim that merely by in- 
clusion of the remaining 4% of unin- 
sured motorists by compulsory insur- 
ance will solve these problems is sim- 
ply not so, Messrs. Abramson and 
Schwab insisted. 

Compulsory insurance proponents them- 
selves concede that this gap cannot be 
closed without additional legislation. The 
assigned risk case plan was introduced 
in the legislature last year but has been 
withheld from introduction in this ses- 
sion without explanation. Also, the vol- 
untary plan offers a known, low cost 
while compulsory insurance costs are 
indefinite because the administrative ex- 
penses will be hidden and incalculable, 
Messrs. Abramson and Schwab con- 
cluded. 


ness. 


also offered 











Page 30 





January 29, 1954 











Martin w. Lewis Dies of 
Heart Attack in Office 


HEAD OF SURETY ASSOCIATION 


Country’s Leading Authority on Fidelity- 
Surety Rating, He Had Given 41 
Years’ Service to This Field 
Martin W. Lewis, general manager of 
the Surety Association of America who 
observed his 4lst anniversary in the 
bonding business last year, died sudden- 
ly of a heart attack on January 21 at 








liana ia “ORT 


Underwood & Underwood 


MARTIN W. LEWIS 

the association’s headquarters, 60 John 
Street, New York. His passing was a 
shock to countless fidelity and surety 
men around the country, especially as 
he appeared in good health and spirits, 
even on the day of his death. He was 
59 years of age. 

Regarded as the country’s leading rate- 
making authority for the bonding in- 
dustry, Mr. Lewis had occupied the top 
position in the Surety Association since 
October, 1947, when it was merged with 
the Towner Rating Bureau, of which he 
had been president since 1938. His asso- 
ciation with that bureau dated back to 
1923. In the 15 years which followed, 
Martin Lewis as assistant manager, 
worked closely with Rutherford H. 
Towner, founder and owner of the bu- 
reau, in making the rates for fidelity 
and surety lines. He was regarded, in 
fact, as the logical successor to Mr. 
Towner when he decided to retire in 
1938. Thereupon the bureau was sold to 
member companies and _ incorporated. 
They then elected Mr. Lewis as presi- 
dent, a move which was never regretted. 

Started With National Surety 

The career of Martin Lewis began in 
1913 with the National Surety where he 
started as a $20 a month office boy. By 
1917 he had advanced to assistant super- 
intendent of the fidelity department and 
three years later he was named to suc- 
ceed U a Slingluff, the man who hired 
him, as head of that department. In his 
early days with National Surety, Martin 
Lewis came to the attention of William 
B. Joyce, then president, because of a 
mailing mistake. What impressed Mr. 
Joyce was that Martin admitted that he 
made the mistake rather than putting 
the blame on someone else. A life-long 
friendship developed between the two 
men, and Mr. Joyce was one of several 
executives who recommended Mr. Lewis 
unqualifiedly for the Towner Rating 
Bureau post. 

His Business and Human Qualities 


Mr. Lewis will be long remembered 
for his rate-making astuteness and his 
human qualities. He was recognized as 
a rugged champion of corporate surety- 
ship, admired as a boss by the Surety 
Association staff, and highly respected 


by surety company executives, super- 
visory officials and producers for his 
clear thinking in periods of stress and 
strain, his wealth of bonding knowledge, 
diplomacy and fineness of character. 

Prominently identified with civic and 
philanthropic activities, he served as 
president of the Flatbush Boys’ Club, 
Brooklyn, from 1948-50, and was a di- 
rector of the club for 16 years. At the 
time of his death he was president of 
the Manhattan Terrace Civic Associa- 
tion, Brooklyn. 

A native of Brooklyn, Mr. Lewis was 
educated in public and high schools of 
that borough. He was a member of the 
Chamber of Commerce of New York 
State, a director of the Insurance Society 
of New York, and member of the Drug 
& Chemical and the Bankers Clubs. 

Surviving are his widow, Julia C. 
Lewis; a son, Martin T. Lewis; a 
daughter, June C. Lewis, and a sister, 
Mrs. Harriet Karpas. 

The funeral last Sunday, January 24, 
at Fairchild Chapel, Brooklyn, was at- 
tended by hundreds of Mr. Lewis’ friends 
and admirers in the casualty-surety field. 
In keeping with the family’s request that 
flowers be omitted, it was suggested that 
contributions be made instead to the 
Flatbush Boys’ Club of Brocklyn. 


Compiling Experience Data 
For 1954 N. J. Rate Revision 


Bernard Hamilton, manager, Com- 
pensation Rating & Inspection Bureau 
of New Jersey, has advised member 
companies that compilation of experi- 
ence data for the 1954 revision of manual 
rates is now in progress. This data will 
include experience under workmen’s 
compensation and employers’ liability 
policies for policy years 1947 to 1951 in- 
clusive. In other words, in the July 1, 
1954 revision the experience exhibited 
will be for five years only rather than 
ten years’ experience which has been the 
case in the past. 


Leaders Pay Tribute To Martin Lewis 


In tribute to the late Martin W. Lewis, 
general manager of the Surety Association 
of America, and in recognition of his out- 
standing ability, leading executives in the 
bonding field have expressed their sorrow 
at his untimely death to The Eastern Un- 
derwriter as follows: 

William B. Joyce 


William B. Joyce, former chairman 
of National Surety Co. and now head 
of W. New York, said: 


“The passing of Martin W. Lewis is a 


B. Joyce & Co., 


shock to the entire surety world for he 
displayed extraordinary ability in com- 
piling and calculating the complex rates 
for the surety companies. 

“Tt will be difficult to replace Martin 
Lewis. His death is a tragic thing to 
me since many years ago I first em- 
ployed him as an office boy and was in- 
strumental subsequently in his joining 
3ureau, the pre- 


the Towner Rating 


decessor of the Surety Association of 


America.” 
Vincent Cullen 


Vincent Cullen, president of the 
Treaty Management Corp. and a former 
president of National Surety Corp., 
said: “I have known Martin Lewis for 
over 30 years, and his passing came as 
a distinct shock to me. I’m proud to 
say that he was one of my close per- 
sonal friends, one of the ablest men of 
our business, and a fine representative 
of the entire industry. He shall be 
missed by all who are interested in the 
fidelity and surety business.” 
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A. F. Lafrentz 


Arthur F. Lafrentz, president of 
American Surety, recounts the high- 
spots of Mr. Lewis’ career and reflects 
the well-placed confidence which the in- 
dustry placed in him in his tribute as 
follows: 

“The death of Martin W. Lewis re- 
moved from the surety industry one of 
its outstanding and well-known figures. 
News of the sudden ending of his career 
from a heart attack on the evening of 
January 21 was a great shock to his 
many friends and associates. He passed 
away at his desk after a busy day. 

“Martin Lewis spent over 41 years in 
the field of suretyship, having entered 
the employ of the National Surety in 
1912 as an office boy in the fidelity de- 
partment. Eleven years later, in 1923, 
he was persuaded to assume the burden 
of rating bureau work and joined the 
Towner Rating 3ureau. as assistant 
manager. In 1938 the bureau was incor- 
porated and Mr. Lewis was elected to 
the presidency. In 1947 the bureau was 
merged into the Surety Association of 
America and he was elected the general 
manager in which post he served both 
faithfully and well. 

“At the time of the merger in 1947, 
the statement was made: ‘Much has 
been accomplished by the association; 
much remains to be done, but our con- 
fidence in Martin Lewis is well placed 
and we face the future with assurance 
he will serve the best interests of the 
industry and public.” That confidence 
was not misplaced and under his leader- 
ship the association has increased its 
facilities to the surety industry and 
public, and has steadily grown in pres- 
tige and service. 

“Martin Lewis was one in whom were 
combined high technical knowledge, 
business ability and practical experience. 
He was particularly interested in the 
Flatbush Boys’ Club, his favorite out- 
side activity, but he was also active in 
other civic projects. He enjoyed people 
and made many friends for our indus- 
try. To his wide grasp and knowledge 
of surety rate-making was added a fine 
sense of humor. 

“To all whose privilege it was to know 
and work with him, Martin Lewis will 
be greatly missed as a respected busi- 
ness associate and a valued friend.” 


B. H. Mercer and Frank A. Bach 


B. H. Mercer, president of Fidelity & 
Deposit, and Frank A. Bach, retired 
president of that company, express their 
profound sorrow over Mr. Lewis’ sud- 
den death in the following appreciation 
of his work and personal qualities: 

“In the passing of Martin W. Lewis 
the insurance industry of this country 
has lost a man who possessed the high- 
est technical knowledge and rare busi- 
ness judgment. His impressive practical 
experience, combined with these and 
other fine characteristics, made him a 
leader among leaders. 

“For over 30 years, first as an asso- 
ciate in the Towner Rating Bureau and 
later as general manager of the Surety 
Association of America, Mr. Lewis di- 
rected all of his abundant energy and 
executive skill to this highly important 
segment of our economy. The results of 
his efforts will remain a permanent trib- 
ute to his unselfish devotion to the suc- 
cessful solution of many problems which 
have arisen to threaten the progress of 
corporate suretyship. 

“His versatility in dealing with dis- 
senting groups and his ability to be fair 
to all factions, at the same time main- 
taining and supporting his obligations 
to the industry and the public, won for 
him the support and respect of all 
those who dealt with him. 

“He was sincere in action, loyal to his 
beliefs and modest in his accomplish- 
ments. In paying this tribute to our 
friend and associate we extend the deep- 


(Continued on Page 33) 
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N. Y. State Insurance Dept. Releases 
Guide for A. & H. Forms and Rates 


A guide for filing of individual and 
blanket accident & health forms and 
rates was distributed on January 20 by 
Joseph F. Murphy, Deputy Superin- 
tendent of the New York State Insur- 
ance Department, to all insurers li- 
censed to write A. & H. insurance. 

The rules have been adopted by the 
Department for the filing of individual 
and blanket accident and health forms 
and rates. They are designed to stream- 
line the filing procedure in the Depart- 
ment’s policy bureau and to provide in- 
formation to enable the Department to 
discharge its obligation under the In- 
surance Law. They follow: 

Guide for Filing of Individual and 
Blanket Accident and Health Forms 
and Rates—The term “policy form” as 
used in these rules shall be deemed to 
include any policy of individual acci- 
dent and sickness insurance as defined 
by section 164 of the New York State 
Insurance Law, blanket accident or 
health insurance, as defined by section 
222 and non-cancellable disability insur- 
ance to which section 164 is applicable, 
any certificate used in conection with 
blanket accident or health insurance, 
any rider, endorsement, insert page, or 
copy of application which will be at- 
tached to or printed or stamped upon 
or inserted in and made a part of any 
such policy, and any application used in 
connection with any such policy when a 
copy of the application will not be at- 
tached to the policy. The provisions of 
section 7c and 7d are not applicable to 
rate filings for non-cancellable accident 
and health policies or riders. 

1. Number of Forms’ Required— 
“Policy forms” being submitted for 
either preliminary review or formal ap- 
proval shall be submitted in duplicate. 

2. Preliminary Review—An insurer may 
file two printer’s proofs of any “policy 
form” for preliminary review, however, 
typewritten copies may be submitted if 
a form is not to be used generally. This 
procedure makes possible the review of 
the form and the correction of any de- 
fects which may be noted by the policy 
examiners before the preparation of the 
copies required for formal submission. 

3. Form Numbers—Each “policy form” 
must be designated by a suitable form 
number which may be made up of nu- 
merical digits or letters, or both, in the 
lower left-hand corner of the first page. 
The form number should be sufficient 
to identify the form from all others 
used by the insurer without reference 
to edition or printing date. 

Formal Approval of Policy Forms 
4. Formal Approval—“Policy forms” 
may be submitted for formal approval 
either after or without a preliminary re- 
view. “Policy forms” submitted for for- 
mal approval should be submitted in the 
form intended for actual use. In general, 
this will mean in printed form. a 
“policy form” will not be printed, it is 
important that the form when Ait 
duced be clear and legible—and in rea- 
sonably permanent form considering its 
probable lifetime. Typewritten forms 
should be used only for single cases or 
when their use will be too infrequent 
to justify other preparation. 

5. Preparation of Forms—When the 
nature of the information to be inserted 
in any blank space of the “policy form” 
cannot be determined from the wording 
of the form, such blank space shall be 
filled in with hypothetical data to the 
extent needed to indicate the purpose 
and use of the form, or as an alterna- 
tive, such purpose and use may be ex- 
plained in the letter submitting the 





form. 
With respect to impairment riders, 
such fill-in material as is practicable 


should be submitted at the time such 
rider is filed. Any additional or change 
material should also be submitted at 
the time when such material is to be 
used. No such material should be used 
unless notice of acceptance by the de- 
partment is given. 

When submitting a “policy form” to 
which a copy of application will be at- 
tached when issued the copy of applic: a- 
tion shall be attached to the “policy 
form.” If the copy of application has 
already been approved, the date of ap- 
proval shall be shown either on the 
form or in the submitting letter. 

6. Filing Letters—The letter of sub- 
mission shall be in duplicate and_ shall 


contain the following information: 
a. The identifying form number of each 


form submitted. 
b. A statement of the kind of 
provided. 


coverage 


c. If the form is a new one, a statement to 
that effect. 

d. If the form is intended to supersede an- 
other approved or filed form, the form number 
of the form replaced and the date it was ap- 
proved or filed by the together 
with a statement of the material changes made. 


Department, 


e. If a form is intended to supersede another 
form previously submitted but not yet formally 
approved, the form number of the form pre- 
viously submitted and the date it was sub- 
mitted to the Department. 

f. If a form being filed for formal approval 
had previously been submitted for preliminary 
review, a reference to the previous submission 
and a statement setting out either (a) that the 
formal filing agrees precisely with the previous 
submission or (b) the changes made in the 
form since the time of preliminary review. 

The purpose and use of hypothetical 
data may be explained in the filing let- 
ter pursuant to Section 5 above. 

Rate Filing Requirements 

7. Rate Filings—a. Every policy form 
and every rider or endorsement thereon 
affecting the premium rate or coverage 
submitted for approval, shall be accom- 


panied by a rate schedule in duplicate, 
(Continued on Page 34) 
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Off to a Good Start in 1954 


A year of unlimited opportunities to help our broker 
friends write more A. & H. and Hospitalization business 
looms up in 1954. You showed your recognition of our 
facilities and underwriting know-how in 1953 by your 
continued business ... and it was much appreciated. Your 
cooperation enabled us to close the year in fine shape! 


For 1954 our constant objective will be to find ways 
to serve you better. We’re confident of success in this 
effort as National Casualty Co., which we have represented 
for over 45 years, is an agency-minded company and 
recognizes the importance of friendly producer relation- 


JAMES R. GARRETT, 


The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


Continental Casualty Had Its Best 
A. & H. Production Year in 1953 


Under Leadership of Second V.P. Louis C. Morrell, All A. & 
H. Divisions Made Progress; Net Written Premiums 
Topped $81,274,000 for 11.4% Gain Over 1952 


The Continental Casualty, one of the 
country’s largest writers of accident and 
health insurance, achieved its biggest 
and best production in this line in 1953. 
This record is a tribute to the team- 
work spirit which exists between the 
home office and field forces and to the 
inspiring leadership of Louis C. Morrell, 
second vice president of the company 
and head of the A. & H. department. 

Specifically, the net written A. & H. 
premiums produced by the Continen- 
tal last year came to $81,274,626 com- 
pared with $72,972,715 for 1952, a gain 
of $8,301,911 or 11.4%. 

Highspotting the 1953 record was the 
individual performance of the various 
divisions of the company’s A. & H. de- 
partment, recognition of which is re- 
corded in the latest edition of “Conti- 
nental News.” The following are ex- 
cerpts from its feature article, “The 
Best; Year of ‘Our Lite; ... .”: 

Assn. Group Division Made 30% Gain 

“The association group division re- 
corded a $2,500,000 gain, representing a 
30% increase in business over 1952. The 
division raced still further in front in 
its field, solidly establishing Continen- 
tal’s position in association group insur- 
ance. To provide more rapid service for 
association group business in the South, 
the division opened an association group 
department in the New Orleans branch 
office. 

Aviation and Travel Accident Progress 


“The aviation and travel accident di- 
vision made a major contribution last 
year to travel coverages with its re- 
vamped VBT policy. Innovations in- 
clude doubled medical expense benefits. 
permanent total disability indemnity and 
extended conveyance coverage topped 
off with reduced rates. A highly suc- 
cessful Safari contest resulted in a 
large volume of ‘Travelmaster’ business. 
The division also reaffirmed its confi- 
dence in the safety of commercial air- 
lines by reducing the passenger rates 
under the commercial aviation accident 
policy. 

Commercial Division’s New Manual 

“Contributing to an outstanding year 
in the commercial division were the new 
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Salesmaster’ manual and the new spe- 
cial agent training program. The ‘Sales- 
master, a simplified, all-inclusive acci- 
dent and health manual, condensed 80 
pages of occupational classifications and 
more than 150 descriptive pages of rates 
for all policies into one compact eight- 
page folder. 

“The special agent training program 
was inaugurated to provide top A. & 
H. salesmen, on call for an agency at 
any time to help increase the agency’s 
volume. 


Streamlined Disability Division 

“The watchword in the disability and 
franchise division is ‘make it stream- 
lined.’ A complete re-evaluation and re- 
vision of past promotional material took 
place during the past 12 months. Ex- 
traneous forms were eliminated A new 
hospitalization circular plus new open 
proposal-rate circulars for A & H. poli- 
.cies were among the simplified equip- 
ment introduced The new post of sales 
manager of the disability division was 
created and the H.O agency personnel 
staff was doubled to further strengthen 
and departmentalize all division opera- 
tions. 
General Cie Led in Percentage Gain 


“The past year saw the general group 
division leading all divisions in per- 
centage increase of new business. It 
wrote over $8,000,000 in new premiums, 
making 1953 the biggest year in its his- 
tory. New group sales representatives 
were added to the division’s expanding 
sales force. Several operational proce- 
dures were completely revised and 
streamlined. A new service department 
was created within the division, and a 
new group district manager was placed 
in Detroit to handle Michigan business. 


Railroad Division Doubled Force 


“The railroad division doubled its field 
supervisory force, and plans are in the 
making to give the new field super- 
visors further comprehensive training 
at the home office. Agents have been 
placed in more strategic positions to 
develop new business. Prompt efficient 
service is further assured by an over-all 
increase in agency division personnel. 
All of these moves, made in spite of 
decreased employment on major rail- 


(Continued on Page 34) 
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Follmann Pleads For Better Public 
Understanding of A.& H.inN. Y. Talk 


The Accident & Health Club of New 
York held its first meeting of the new 
year at Whyte’s Restaurant, New York, 
on January 26. The induction of the new 
aie of the club and a public relations 
speech delivered by Joseph F. Follmann, 
Lee seth, manager of the Bureau of 
Accident & Health Underwriters, were 
highlights of the meeting. 

The former club president, Frederick 
E. Boes, Metropolitan Life, officially 
opened the dinner rcaaipec a Hugo Henn, 
of the Indemnity Co. of North America, 
presided over the ac tae of the club’s 
new officers. 

The new officers of the & H. Club 
are: president, Mae W. Tanskwerth, 
Mutual Benefit A. & H. Assn.; first vice 
president, George F. Monks, New York 
Life; second vice president, Alfred H. 
Clarkson, Royal-Liverpool Insurance 
Group; third vice president, Fred W. 
Bumby, W. L. Perrin & Son, Inc.; treas- 
3orden, paige 


urer, Andrew G. i 
Life: assistant treasurer, Edmund S. 
F lyntz, Metropolitan Life; secretary, 


Edward E. Anderson, Commercial Trav- 
elers of Utica; assistant secretary, Ken- 
neth J. MacDonald, Maryland Casualty. 

It was announced by George F. Monks 
that the guest speaker for the coming 
March 4 meeting of the A. & H. Club 
would be V. J. Skutt, president, Mutual 
Benefit H. & A. of Omaha 

Mr. Danckwerth introduced Mr. Foll- 
mann who delivered an address on, “Ac- 
cident & Health Insurance—An Opportu- 
nity in Public Relations.” Excerpts from 
Mr. Follmann’s speech follow: 

Need For Public Relations 
increased public rela- 
tions activity in the accident and health 
insurance field is generally conceded,” 
said Mr. Follmann, “and is, perhaps, 
understandable in a business comprised 
of many kinds of coverages (products), 
serving many use values, sold on many 
different bases.” 

Speaking of increased public relations 
in the A. & H. field, he stated that the 
circumstances of the general climate to- 
day differs from those of 10, 20 or 50 
years ago. The differences lie in five 


‘The need for 





main areas all of which would seem 
to be unique as respects i present. 
Mr. Follmann identified the five areas 


as: the right degree of be interest in 


protection against the financial hazards 
resulting from accident and_ sickness; 
the tremendous growth in A. & H. in- 


decade; the devel- 
aspects of the 


surance in the past 
oping of socio- polit ical 
general subject of the health of the 
nation; the recent flow of literature con- 
cerning a ae H. insurance; the rising 
tide of criticism directed toward accident 
and feeaiith insurance. 

Further, he stated, “Today the tax 
structure is that it becomes in- 
creasingly individual tc 






1 
sucn 


difficult for the 


accumulate resources with which to face 
emergencies. Consequently some form 
or forms of prepayment protection is 
more necessary today than heretofore.” 


Growing Public Interest 


Referring to the increasing amount 
of insurance protection purchased yearly 
as one indication to growing public in- 
terest, Mr. Follmann pointed out: “Three 
of every five employed persons have 
same degree of insurance protection 
against loss of income resulting from 
accident or sickness. Today the public 
entrusts to companies writing accident 
and health insurance 2% billion dollars 
vearly for the security of this protection. 
This amount is over 500% greater than 
in 1941.” 

He continued that in relation to the 
increase of the socio-political aspects of 
\. & H,, “more recently accident and 
health insurance has become increasingly 
a part of labor union bargaining agree- 
ments. Since 1944, four states have en- 
acted statutory disability benefit laws 
and several more have, or are, giving 
consideration to such legislation.” 

Mr. Follmann mentioned such studies 
as those being carried on by the sub- 
committee on health of the United 
States Senate committee on labor and 
public welfare, the committee on inter- 
state and foreign commerce of the House 
of Representatives (Wolverton Commit- 
tee) and the Brookings Institute. He 
added that these socio-political consider- 
ations cannot fail to reproduce marked 
effects upon the A. & H. business; its 


coverages, its methods, and its public 
value. 
Mr. Follmann dwelt on the tremen- 


dous recent increase in the flow of acci- 
dent and health literature which has 
direct bearing on the field. He enumer- 
ated six articles that have appeared in 
national magazines and newspapers and 
also mentioned the attention devoted to 
A. & H. matters by insurance and busi- 
ness journ: ls and hospitals and medical 
journals. “All this,” he said, “whether 
beneficial or harmful, serves to arouse 
further public interest.” 


Criticism Cannot Be Ignored 


Citing the increase of criticism levied 
against the A. & H. industry, Mr. Foll- 
mann — it evident that it could not 
be easily ignored. “It is readily apparent 
that res criticisms, valid or not, justi- 
fied or not, can be productive of detri- 
mental results not only through legisla- 
tive action at the state or federal level, 
but much more important, through the 
deterioration of public good will or a 
shattering of public confidence.” “All 
this, in turn,” he continued, “presents 
a serious and sizeable public relations 
problem for the business.” 

With regard to a beneficial public re- 
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lations program, Mr. Follmann called for 
a concerted effort by the whole A. & H. 
industry. He spoke of the serious con- 
sideration given this broad subject by 
the bureau. “The bureau has been, and 
is,” he stated, “willingly taking a hard, 
self-critical look at all phases of the 
accident and health business to deter- 
mine those areas where improvement or 
change should and might safely be made. 
This it considers the all important first 
step in an approach to a well-rounded 
public relations program. The bureau 
has simultaneously made necessary in- 
creases in its executive staff to function 
in this area 

He continued: “Today the bureau 
makes information available to the pub- 
lic press and to national magazines. It 
makes informational facilities available 
to schools and colleges, research proj- 
ects, and the general public. It furnishes 
lectures to colleges and speakers for 
various organizations. It is preparing 
or aiding in the preparation of pam- 
phlets and articles, the purpose of which 
is to inform the public about accident 
and health insurance. It is encouraging 
greater educational facilities as respects 
accident and health insurance and a 
higher standard of training for agents. 
It is giving consideration to the many 
facets entering into a broad public re- 
lations program,’ 


Public Confidence and Understanding 


Mr. Follmann defined public relations 
as a planned program of conduct which 
will build public confidence and increase 
public understanding. “It does not mean 
a publicity campaign,” he said. “While 
public ewibons encompasses these, it 
must of necessity go far beyond. Above 
all public relations does not mean a shot 
in the arm in time of trouble, a propa- 
ganda campaign, or a whitewash of bad 
practices. There is a general and sound 
basic concept of a public relations pro- 
gram that it should be comprised 90% 
of good performance and 10% of telling 
the public about this good performance.” 

t os out areas of performance 
in the & H. industry which are sub- 
see to criticism, he mentioned the fol- 
lowing: 


Coverages: “We have a responsibility 
to offer a well-rounded portfolio of 
broad coverages, which have direct rela- 
tion to the needs of the public, and in 
amounts which will reasonably and real- 
istically satisfy haces needs. Misuse and 
overuse of policy exclusions can only 
result in public dissatisfaction and an 


unsullied reputation for accident and 
health insurance generally will not be 


achieved until these have 
from the insurance contract. 

“We must further remain ever alert to 
stating our contracts in the most under- 
standable and simplified language - pos- 
sible and to packaging our product in 
such manner that it does itself full jus- 
tice. It is true that no written con- 
tract will ever be as simple and as clear 
as the public might desire. This, how- 
ever should be the goal.” a 

“The public, on its part,” he continued, 
“must recognize that it has a responsi- 


disappeared 


ESTABLISH GARRETT FUND 


To Perpetuate Memory of Late James 
R. Garrett, First President of 
A. & H. Club of New York 


At the December meeting of the Acci- 
dent & Health Club of New York, a 
fund was established to perpetuate the 
memory of its first president, the late 
R. Garrett. Mr. Garrett was a 
. & H. underwriter and former 
president of James R. Garrett, Inc., of 
New York. He was in the insurance in- 


James 
veteran A 


dustry for more than 40 years and recog- 
A 1. 

The following recommendations con- 
cerning the James R. Garrett Fund were 
made and unanimously adopted by the 
club: 


nized as a pioneer in 


that the proceeds of this fund will 
be maintained in a separate savings bank 
account with the members of the com- 
mittee designated as trustees of the 
fund; that the fund be supplemented at 
the pleasure of the club; that the fund 
be used only for educational purposes 
to perpetuate the memory of James R. 
Garrett. 

The Garrett Education Fund will 
sponsor an award each semester to be 
presented to the student enrolled in the 
Insurance Society of New York’s School 
of Insurance, who attains the highest 
marks in his class in accident and health 
insurance. In the form of a certificate 
together with any other suitable award 
at the discretion of the club’s committee 
not to exceed $10, the award is scheduled 
to be presented twice a year by the 
Insurance Society at its school’s gradua- 
tion exercises. 

A standing committee consisting of 
three members to serve for five years 
was established and incorporated in the 
club’s by-laws. The following members 
were appointed: Harold M. George, 
chairman, U. S. F. & G, William L. 
Kick, Fireman’s Fund and Harry A. 
Usher, Aetna Life. 


bility to purchase the kind of coverage 
which will satisfy its particular needs. 
It must realize that there are no bar- 
gains in insurance.” 

Underwriting: “It goes without saying 
that each company has a solemn respon- 
sibility to its policyholders to underwrite 
its insurance on sound principles based 
upon credible experience. Accepting this 
principle as paramount, and within its 
confines, there is another Op apes 
to the public. We must ever be alert to 
the possibilities of insuring as many per- 
sons as possible and for amounts which 
are realistic in relation to the needs of 
the public.” 


Most Apparent Grievances 


Service and Claims: “It is important 
today, as never before,” Mr. Follmann 
stated, “that we guard our reputation for 
fair play in handling claims: This de- 
partment must not only be staffed with 

(Continued on Page 33) 
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a a Simons & Co, 35th Anniversary 


C. J. Simons & Co., Newark, one of 
the largest multiple line agencies in 
New Jersey, marked its 35th anniversary 
on January 18. The agency had its big- 
gest year in 1953 with gains in all de- 
partments for an over-all premium pro- 
duction of approximately $5,000,000. A 
luncheon party, attended by 25 key 
people in the organization, was held in 
observance of the milestone as well as 
this record-breaking production. 

Under the leadership of Charles J. 
Simons, president, this agency has gath- 


Newark Insurance Co., Northwestern 
Fire & Marine, Reliance of Philadelphia, 
Standard of New York, Standard of 
ied Jersey, Travelers, United States 

& G., United States Life and West- 
ern Assurance. 


Made Modest Start in 1919 


At the helm of the 
modest beginning in 
Simons is a versatile, resourceful insur- 
ance agency executive. In preparation 
he studied law at the 


agency since its 
1919, Charles J. 


for his career 





C. J. Simons & Co. Building 


ered considerable momentum in recent 
years. One major accomplishment came 
in September, 1944, when C. J. Simons 
& Co. moved into its own building at 
563 Broad Street, Newark. Another 
achievement was the licensing to do 


business in a dozen states outside of 
New Jersey, and in the Province of 
Ontario. These states are Alabama, 
Arkansas, California, Connecticut, Flor- 
ida, Illinois, Kentucky, Massachusetts, 
New York, Ohio, Pennsylvania and 
Tennessee. 


Departmentalized operations under the 
supervision of well trained executives is 
largely responsible for the agency’s suc- 
cess. Associated with Mr. Simons are 
Vice Presidents William L. Schoenecht, 
John W. Covert, William H. Croland, 
Frank H. Moore, and Secretary-Treas- 
urer Mary C. Simons. A total of 60 
people are employed. 

The life and A. & H. business, which 
is extensive, is handled by a separate 
corporation—C,. J. Simons Corp.—repre- 
senting as general agents the Continen- 
tal Assurance and Continental Casualty. 
For the general lines—fire, marine, cas- 
ualty and surety—the following compa- 
nies are represented: 

Aetna Insurance Co., Agricultural, 
American Eagle, American Guarantee & 
Liability, American of Newark, Ameri- 
can Surety, Commercial Union, Hanover 
Fire, Home of New York, Massachu- 
setts Plate Glass, National of Hartford, 





Higher Puerto Rico Rates 

Increased private passenger and com- 
mercial auto liability rates went into 
effect in Puerto Rico on January 24 
with the announcement of the new 
schedule by the National Bureau of 
Casualty Underwriters. 

_ The bureau also announced a reduc- 
tion in the P. D. increased limits table. 
The factor for increased limits of $5,000 
is reduced from 130% to 110%; and for 
increased limits in excess of $5,000 the 
countrywide table is applied to this 
factor. This results in reductions 
throughout the table. 


New Jersey Law School and was ad- 
mitted to the New Jersey Bar in 1919. 
After World War I service he purchased 
a half interest in a small agency, then 
purchased the other half. Out of this 
small nucleus C. J. Simons & Co. was 
formed. At first it was a proprietorship 
but in recent years it was incorporated. 

Oldest employe in point of service 
with the agency is Vice President 
Schoneck who joined forces with Mr. 


Simons in 1929 after years of service 
with Boynton Bros. Inc. of Perth 
Amboy. 


A hard, tireless worker, Mr. Simons 
inspires the same energy among mem- 
bers of his staff. However, in his 
recreational time he relaxes in enjoy- 
ment of his hobbies of photography, golf, 
and playing the accordion. He is a 
Mason, member of the Newark Athletic 
Club, and of the New Jersey Association 
of Insurance Agents. 


New Auto Rates in Alaska 
On 3-Classification Plan 


Revised private passenger auto liability 
rates for the territory of Alaska were 
announced January 25 by the National 
3ureau of Casualty Underwriters on be- 
half of its members and subscribers. In 
making the revision the bureau has con- 
tinued the three classification plan 
rather than introducing its more refined 
seven classification plan. This was con- 
sidered desirable in view of the many 
differences in conditions in Alaska as 
compared with those in the states. 

For territory 1 (cities of Anchorage, 
Fairbanks and their vicinities) the basic 
rates for B. I. and P. D. combined have 
been sizably increased. For territory 2 
(remainder of Alaska) the rates are un- 
changed. 


ONTARIO INSURED CARS 
Of 82,408 motor vehicles involved in 
traffic accidents in Ontario, Canada, 
during the first three-quarters of 1953, 
it is reported that 63,220 were insured. 


Martin Lewis Tributes 


(Continued from Page 30) 


est sympathy to the members of his 
family in their bereavement.” 
Ellis H. Carson 

Ellis H. Carson, president of National 
Surety Corp., expresses his gratefulness 
to Martin Lewis in the following trib- 
ute: 

“My close friendship with Martin 
Lewis developed during the past five 
years since I became associated with 
the National Surety. I shall always feel 
grateful for the opportunities he gave 
me to assist in the work of the Surety 
Association, and to become acquainted 
with the leading executives of the fi- 
delity and surety business. 

“He loved his work and gave to the 
utmost of his time, energies and talents 
to furthering the interest of the Surety 
Association and of the business of cor- 
porate suretyship. It can in truth be 
said of him that he was indefatigable. 
This quality was never more exempli- 
fied than when he was taking part in 


industry affairs, such as the conven- 
tions of the National Association of 
Surety Bond Producers and the Na- 


tional Association of Insurance Commis- 


sioners. One feels compelled to add 
that in all of these respects his gra- 
cious wife, affectionately known to a 


wide group throughout the country as 
“Chev,” was a constant and most effec- 
tive helpmate at his side. 

“His lasting epitaph will be the anec- 
dotes and stories, both grave and gay, 
which will be passed on to succeeding 
generations by those of us who were 
privileged to have been his contem- 
poraries.” 

Nathan Mobley 


Nathan Mobley, partner in Chubb & 
Son and president of United States 
Guarantee Co. up to its merger last 


year with Federal Insurance Co., puts 
the emphasis on integrity in his esti- 
mate of Martin W. Lewis. Mr. Mobley 


says: 

“To my mind the outstanding quality 
possessed by Martin Lewis was his in- 
tegrity. In the highly competitive 
fidelity-surety business that quality, 
vested in one of its leaders, commanded 
the highest respect. It enabled Mr. 
Lewis to hold together his entire organi- 
zation and, at the same time, made him 
one of the industry’s outstanding execu- 
tives. He was admired by both mem- 
ber and non-member companies of the 
Surety Association of America. His un- 
timely death will be a real loss to our 
business.” 


E. M. Allen 


E. M. Allen, retired executive 
president of National Surety Corp., now 
operating an agency business in Kes- 
wick, Va., gave the following apprecia- 
tion ‘of Mr. Lewis’ career: 

“The untimely passing of Martin W. 
Lewis is a sad loss to the surety indus- 
try. Over all the years, from the very 
beginning of his association with the 
Towner Rating Bureau, he has been a 
constructive force in the guidance and 
development of the surety business. A 
vigorous fighter for the rights of sure- 
ties, when needed, he always was emi- 
nently fair and just in his dealings with 
companies, their agents and the public 
he served so well. He will be missed, 
but he has left behind an organization 
of trained associates who will carry on 
and enhance the results of his lifetime 
of effort.” 


vice 


W. Virginia Approves Filing 


A filing of the Mutual Insurance 
Rating Bureau of automobile extended 
medical payments insurance has_ been 
approved by the West Virginia Insur- 
ance Department, effective January 25. 
This program has now been approved 
in 37 states and the D. of C., and will 
be available in Virginia on February 1. 
The Mutual Bureau says that the ex- 
tended coverage is being considered by 
several other states. 


Follmann Speech 


(Continued from Page 32) 


competent claims personnel but these 
people must recognize the importance 
of their public relations function. It is 
within this area that the grievances to- 
ward accident and health insurance seem 
most apparent.” 

Solicitation and Advertising: Mr. Foll- 
mann stated: “High pressure salesman- 
ship does not belong in accident and 
health insurance. The company must se 
lect agents of calibre, good character 
and a strong sense of the importance 
of the role they play. Accumulated dis- 
appointments can build up resentments, 
damaging to the reputation of the in- 
surer and to the whole institution of 
insurance.” 

Speaking of 
reas Oe by 
Mr. Follmann 
seem to be little 


bad advertising practices 
some A. & H. companies, 
stated: “There would 
> doubt that accident and 
health insurance will clearly not enjoy 
the high opinion it deserves until the 
level of the advertising methods some- 
times used have been elevated in their 
general standards. To secure a favor- 
able public attitude, it is not sufficient 
merely to promote sales. We must guard 
our reputation for integrity. We must 
avoid advertising that is cheap in tone 
or exaggerated in its representations. 
We must never delude people into ex- 
pecting more of us than we can deliver.” 
Advantages Should Be Made Known 

Mr. Follmann also stressed that the 
advantages of A. & H. insurance should 
be made clearly understandable to the 
public in regard to the nature of its 
coverages: the protection it provides 
“The flexibility of its coverages in rela- 
tion to the insurance needs of the indi- 
vidual,” he said, “is a unique advantage 
uncommon in other forms of protection 
against the financial hazards resulting 
from accident and sickness, wither public 
or priv: ite. 

He c a for the industry’s problems 
to be placed honestly before the public 
“Mis understandings, wherever they are 
apparent,” he said, “should be clarified 
with truthful, forthright information.’ 
Mr. Follmann concluded: “The goal 
should be to tell the public—all publics— 
about accident and health insurance in 
such manner that it will be better un- 
derstood; its advantages and its honest 
problems, its value and its services. The 
story should be told so thoroughly and 
so forthrightly that there will develop in 
the public a great and lasting sense of 
trust, confidence, friendship and respect 
Such a program should be the human, 
understanding, and informed “Voice” of 

H. insurance.” 


Bis Bill 
(Continued from Page 17) 
Hong Kong home of Cornelius V. Starr, 
famed international insurance man. It is 
one of the most attractive residences in 
the city. Among other guests at the 
Starr home in Hong Kong were Vice 
President Nixon and Governor Dewey, 
during the trips they made to the 
Orient, latest to return being Mr. Nixon 
Mr. Starr was not in Hong Kong at 
the time of the visits of these three 
noted Americans. A number of insur- 
ance men have also enjoyed the hos- 
pitality of Mr. Starr in Hong Kong. 
Mr. Starr, who is head of the American 
International insurance groups, and than 
whom there is no more interesting per- 
sonality in the international insurance 
field, is now in France. 


Advocates Auto Inspections 

Compulsory motor vehicle inspections 
on a semi-annual basis in Delaware, 
rather than the present annual inspec- 
tions, was advocated by Acting State 
Motor Vehicle Commissioner Thomas 
E. Burrough on January 20. 

His views were expressed at a meeting 
of the State Highway Commission dur 
ing a discussion of a proposed increased 
routine check of cars on the highways 
by the state police. 
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M. W. Heard Vice Chairman 


Of American Insurance Assn. 





John Haley 

MANNING W. HEARD 
Manning W. Heard, first vice presi- 
dent and general counsel of Hartford 


Accident & Indemnity, has been elected 
vice chairman of the recently formed 
American Insurance Association com- 
posed of over 50 groups of capital stock 
fire, casualty and marine insurance com- 
panies. Its chairman is A. B. Jackson, 
president of the St. Paul Fire & Marine. 

Mr. Heard’s election gives him added 
prestige in the business as he is cur- 
rently president of the Association of 
Casualty & Surety Companies. In Hart 


New York A. & H. Guide 
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submission ; 
insurer’s 
out- 


letter of 
schedule shall bear 
name and contain the information 
lined under paragraph (b). 

b. In addition to the 
of paragraph (a), every company shall 
file two copies of its rate manual, pref- 
erably in the form of numbered pages 
when and as furnished to its agents; 
such rate manual shall contain at least 
the following information: 


separate from the 


such rate 


requirements 


(1) The form number of identification sym- 
bol of each policy, rider or endorsement to 
which the rates apply. 

(2) A schedule of rates showing policy fee 
or rate changes at renewal, if any, and varia- 
tions, if any, based upon age, sex, occupation 
or other classification. 


(3) An outline of rules pertaining to limits 


in respect to age, amounts and classifications of 


eligible risks. In case of a rider or endorse- 


ment, the form numbers, identifying symbols 


policies with which it will be used. 

c. Except as modified from time to 
time to provic e more expeditious trans- 
action of the processing of policy forms, 
rate filings Shall be bet aes he by 
anticipated ratios and the 
thereof. The insurer may at its option, 
include the experience or judgment of 
the insurer in adapting for its use the 
particular statistics, experience formula 
or factors involved in the calculation of 
the rates, and may, at its option, also 
include the experience of other insurers, 


or types of 


loss basis 


unusual expense factors, special re- 
serves, or other relevant ‘information. 
d. Any revision of a rate filing shall 


be accompanied by a statement as to 
the reason for the revision, the experi- 
ence on the policy form or forms, and 


may include any other relevant informa- 


tion. 
e. Where appropriate, the data re- 
quired by Sections 7c and 7d may be 


included under Section 6. 

i. Attention of the insurer is called 
to the desirability of maintaining ade- 
quate statistics to enable it to explain 
variations in its experience. 


American Casualty Completes 
Moving of Home Office Bldg. 


American Casualty Companies of Read- 
ing, Pa., start the New Year with their 
home office at a new location in that city, 
two city blocks away from the old ad- 
dress at 607 Washington Street. A man- 
size job was completed late last year in 
lifting the building more or less bodily 
and transporting it by easy stages to the 
address—Washington Street near 


new 
Fourth 

Speaking of the move, “American 
Arrow” for January says: “In spite of 
the work involved in moving some 800 


and 
and 


office furnishings 
plus countless papers 
documents, business as usual was the 
order of the day during the move. One 
department at a time was moved and the 
operations spread over a period of many 
years. 

“|. The interior of the building has 
been remodeled from penthouse to base- 
ment, and employes now have a great 
deal more elbow room. In addition, the 
view from the roof provides a magnifi- 
cent panorama of Reading and its sur- 
rounding hills. 


TO OPEN WHITE PLAINS OFFICE 

Farm Bureau Insurance companies 
will open a regional office at White 
Plains, N. Y., to be managed by James 
Doherty, now a resident of Worthing- 
ton near Columbus. The White Plains 
office will service 31 eastern New York 
counties and New York City and AI- 
bany. It will have 225 employes. The 
company will now have seven regional 
offices. 


employes, their 


equipment, 





ford he is chairman of the Metropolitan 
District Commission and __ previously 
served on the city’s board of finance. 
He joined Hartford Accident & Indem- 
nity in 1933, was elected secretary in 
1937 and vice president two years later. 
He was further promoted to first vice 
president last June. 


Continental Casualty 


(Continued from Page 31) 


roads, are only the beginning of greater 
expansion in the future. 

Special Risks Division Expansion 

“The special risks division reports an 
excellent year in every phase of its nu- 
merous activities. The Pony banner 
(Protect Our Nation’s Youth) intro- 
duced the popular Camp Director’s Di- 
gest, a strong promotional aid _ for 
campers insurance. Another major de- 
velopment was in the field of student 
insurance. Continental agents and bro- 
kers in conjunction with the American 
College Health Association, surveyed 
over 1,400 colleges across the nation... 
preparing the way for student insurance 
sales. Max-A-Million proved to us the 
best sales promotional campaign ever 
devised for max indemnity insurance. 


Wholesale Division Development 
division continued to 
develop extensively the great field for 
income protection and _ hospitalization 
plans. One of the division’s outstanding 
programs in 1953 was a plan especially 
designed to meet the A. & H. needs 
of the dairy farmers. Hundreds of dairy 
co-ops were W ritten, providing adequate 
coverage for the patron members of the 
co- ops.’ 

Among other 
“Continental News” 
underwriting facilities at 
offices; a 25% increase in 
staff, new claim drafts, 
claim procedure, and many 
innovations. 

Among personnel changes were the 
selection of Harold O. Molitor to be 
assistant vice president and sales mana- 
ger of all A. & H. agency divisions so 
as to better coordinate their operations, 
and the appointment of Rich et L. Kim- 
brough as manager of the A. & H. ad- 
vertising department. This department 
doubled its personnel force and_ pro- 


“The wholesale 


achievements of 1953 
points to broadened 
local branch 
the claims 
streamlined 
coverage 
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duced an increased volume of sales 


promotional material. 
Morrell in Tribute to Staff 


In surveying the year’s results Second 
Vice President Morrell noted that all 
home office agency divisions had _ in- 
creased their already competent staffs, 
and that “all have greatly contributed 
to our 1953 success.” 

However, it was Mr. Morrell’s over- 
all leadership of Continental’s A. & H. 
department whiich was chiefly respon- 
sible for its fine performance last year. 
This gave particular satisfaction to 
J. M. Smith, first vice president of the 
company, who picked Mr. Morrell to 
succeed him in 1952 as head of all A. 
& H. operations. His record in the suc- 
ceeding two years is amply demon- 
strated by the fact that each year set 
a new record in both A. & H. premiums 
written and underwriting profits. 

A close associate of Mr. Morrell 
points to his thorough grounding in 
the fundamentals of the A. & H. busi- 


ness; his ability to blend this knowledge 
with that important element of prac- 
ticality “which distinguishes the true 


executive from the technician”; his 
thorough grasp of all phases of Conti- 
nental’s A. & H. operations, and last but 
not least, his proven record as a sales- 
man. 

A native of Syracuse, N. Y., Mr. 
Morrell spent much of his early life 
in California. He was graduated from 
University of Southern California in 
1924 with commerce and business ad- 
ministration as his major. Thereafter he 
spent two years with a large California 
agency, then came to Chicago in 1926 
and spent eight years with several 
agencies and companies in the midwest. 
In 1933 he joined Marsh & McLennan 
as head of its individual A. & H. pro- 
duction and later was also put in charge 
of its group A. & H. department. 

He came into the Continental Casualty 
picture to organize and head the then 
new special risks division, and laid the 
groundwork for the unusually successful 
operation which that division has en- 
joyed. In 1949 Mr. Morrell was named 
assistant to Mr. Smith and the following 
year, in further recognition of his 
ability, he was named a vice president. 
This was topped by his election as 
second vice president and a director in 
1952. 


oO. L. & T. RATE CHANGES MADE 


Apply to Mass., Ohio and Alaska Risks; 
CPL Rate Increases for Mass. 
Announced by Bureau 


On behalf of its member and sub- 
scriber companies National Bureau of 
Casualty Underwriters put into effect 


on January 24 revised B. liability in- 
surance rates for O. L. & JT. area and 
frontage classifications and for M. & C. 


classifications in Massachusetts, Ohio 
and the territory of Alaska. New rates, 
effective January 25, were also an- 


nounced in Massachusetts for compre- 
hensive persona] liability and farmer’s 
comprehensive personal liability insur- 
ance. 

The Massachusetts rate for CPL in- 
cluding initial residence premises has 
been increased from $10 to $12; that 
including initial residence premises with 
incidental professional occupancy from 


$15 to $17; that including initial two 
family dwelling premises from $13 to 
$15; and _ that including initial two 


family dwelling premises with incidental 
professional occupancy from $18 to $20. 


The rate for farmer’s CPL including 
initial farms premises has been in- 
creased from $10 to $13. 

The revisions of O. L. & T. and of 


manufacturers’ and contractors’ rates re- 


sult in statewide average percentage 
changes as follows: 
O.L.&T. M.&C. 
Percent Percent 
Change Change 
Massachusetts ..... Tee “F287 
31s a RR SEA +20 —17.5 
AMlaskas cjecsts ances smelt — 97 
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nf Western Department: 1 20 South La Salle Street, Chicago 3, III 

‘ Pacific Department: 220 Bush Street, San Francisco 6, Calif 
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'S Southwestern Department. 912 Commerce St, Dallas 2, Tex 
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4 ; Canadian Departments. 800 Bay Street, Toronto 2, Ontano 

4 sl 535 Homer Street, Vancouver 3, B.C 
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: Foreign Departments: 102 Maiden Lane, New York 5, New York 

j 206 Sansome St , San Francisco 4, Calif 
































NATIONAL LEADER 
6th CONSECUTIVE YEAR 


New York’s most progressive agency again leads 





one of America’s most progressive companies 


CONTINENTAL ASSURANCE CO. 


We appreciate the fact that this outstanding record could 
not have been achieved without the staunch support of our 


many friends among brokers and agents. 


To these we once again express our heartfelt thanks. 


H. MALCOLM TEARE 


GENERAL AGENT 


CONTINENTAL ASSURANCE COMPANY 


Chicago, IIl. 


500 Fifth Avenue Telephone: 
New York 36 LOngacre 4-8130 


ORDINARY PENSION GROUP ACCIDENT & HEALTH 
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